EXT MONTH (June) is 

the time of conventions 

for the feed trade. The 

manufacturers will meet 

at French Lick, the re- 
tailers at Milwaukee, Columbus, 
Minneapolis, Buffalo and else- 
where. Most everyone can easily 
attend some meeting with mini- 
mum expense—and each one of 
us should make it a point to go 
somewhere. It pays to mingle 
with your competitors on a 
friendly basis, to exchange ideas, 
to review past experiences, to plan 
future activities. We should do 
this for the common good as well 
as for each individual’s benefit. 


MERCHANDISING MAGAZINE 
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SEE US AT THE FRENCH LICK AND MILWAUKEE CONVENTIONS 


CONTAINER 


for FERTILIZER 
and FEED 


Bagpak multiwall paper bags recently received the Certificate 
of Award for production of one of the prize winning packages 
of 1934. The bag which won the contest (see illustration be- 
low) contained granular cyanamid but Bagpak also provides 


the finest modern way of packaging all types of feed and 
fertilizer. 


— 


~ 
_ERICAN CyaNAM!D COM 


Feed Manufacturers 


Write for complete information on how the 
sale of your products can be increased and 
your packaging costs reduced. Bagpak 
multiwall paper bags are cushioned-stitch- 
ed and tape sealed — moisture-resistant, 
vermin proof, safe in storage, easy to handle, 
economical. 


* Feed Dealers 


Feed, fertilizer, salt, shells, grit — most 
everything you sell— would unload faster, 
stack easily, ‘look more attractive and have 
more sales appeal in Bagpak containers. 
Modern packaging has increased business 
for the grocer and the druggist and it can 
help you. Ask your suppliers or write 


220 EAST 42ND STREET 


NEW YORK 


Ait THE GRASS 
™ SHE CAN EAT |S" 


This unusual 
illustration 
appears on one 
of the posters | 


provided for this 
campaign 


Are You in on this? 


Another Big Campaign is Ready to 
BUILD BUSINESS for Larro Dealers 


Spring is here! Pasture is here! It’s time to tell feeders how to use 
this pasture to the best advantage... and Larro is doing it right now 
with the SUMMER SELLING CAMPAIGN for 1935. This Campaign 
tells the complete Larro-with-Pasture story. Direct-by-mail adver- 
tising, posters, envelope stuffers, store display material, local news- 
paper advertising—everything you need for doing a complete selling 
job at the time it will do you the most good. ARE YOU IN ON THIS? 
Are you benefiting by the increasing demand for quality feeds? If 
not, write the Larro office for details and find out how you can 
secure a Larro franchise, if your territory is now open. Help your 
customers make more money—and make more yourself. 


THE LARROWE MILLING COMPANY - -_ DETROIT, MICHIGAN 


Larro Feeds Make More Money for Both Feeder and Dealer 
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HOT BOXES 
COST MONEY 


MODERN METHODS OF 
LUBRICATION CUT 
LABOR and OIL COSTS 
and PREVENT FIRES and 
SHUT-DOWNS FROM 
HOT BEARINGS. 


Ask your “Mill Mutual” Insurance 
Office for full particulars. 


Mutual Fire Prevention Bureau 


Department of 


Association of Mill and Elevator Mutual 
Insurance Companies 


230 East Ohio Street, Chicago, Illinois 


Every One 
Money-Maker 


Wisconsin Growing Mash— 


Nothing equal to it for producing healthy, fast- 
growing, large-bodied pullets. You can develop 
real volume business with this mash. 


¥ isconsin Turkey Starter and 
Growing Mash— 


More turkeys are being raised every year. This 
mash incorporates latest discoveries in success- 
ful turkey feeding. Get these profitable turkey 
accounts. 


Vitamin” Pure U.S.P. Cod Liver Oil— 


Again passes every official test satisfactorily at 
various state laboratories, for the fifth consecu- 
tive year. No other brand can equal this record. 
Results determine value. 


Milk Sugar Feed— 


The best milk feed for mashes. Richest source 
of lactose (milk sugar), vitamin ‘'G’’, and milk 
minerals. Guards health of chicks and controls 
coccidiosis. 


Vitality Feeds 


are 


scientifically formulated to con- 
tain every nutritive element nec- 
essary for health—-growth— profits. 
That is why Vitality Feeds 


“Keep up Vitality” 


the most important factor in 
successful results from poultry or 
live-stock. 


ASK FOR OUR REPRESENTATIVE TO CALL 


VITALITY MILLS, INC. 


Board of Trade Bldg. 
CHICAGO, ILL. 
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Milling Co. 


WAUSAU, WISCONSIN 


[Feed Wheat Wheat | 


Than Corn 


We will be glad to have your 
inquiries for Samples and 
Delivered Prices. 


MILWAUKEE, WIS. 
Minneapolis Buffalo 
Duluth Toledo Albany 
Portland Omaha New York 
San Francisco Ogdensburg Boston 


Chicago 
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THEY NEED MORE "G&G" 


with... 


For rapid and sound growth in 
chicks make sure of an ample supply of the growth vita- 
min G in your feeds. KRACO, Milk Sugar Feed, assures 
a plentiful supply ... at lower cost! 


KRACO, Milk Sugar Feed, has a vitamin G_ potency 
50% greater than any similar product. Tests conducted at 
Cornell University have shown that when laying hens are 
fed Milk Sugar Feed in proper quantities their chicks start 
life with the necessary vitamin G in their bodies. Vitamin 
G is needed in largeamounts. It must be supplied daily. Lay- 
ing hens fed KRACO stand up better under heavy produc- 
tion and eggs show higher rate of hatchability. 


Maintains Health...Provides Milk Minerals 
Furnishes Essential Proteins 


KRACO aids general assimilation of nutrients and partic- 
ularly steps up assimilation of needed minerals. Its 8% to 
9% milk mineral content provides the best calcium and 
phosphorus for sturdy bones. 

The 70% lactose content in KRACO guards intestinal health by 
providing adequate material for the development of large colo- 
nies of beneficial lactic acid bacteria in the intestines. These ward 
off disease and parasitic bacteria that cause the severe poultry 
losses. .. KRACO furnishes a necessary growth vitamin in richest 


abundance. It is economical to use. Mix KRACO in your Mashes. 
For full information write... 


KRAFT-PHENIX CHEESE CORPORATION 
Dept. 343 CHICAGO, ILLINOIS 


THAN EVER THIS YEAR 


Provide it in your Feeds 
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With KRACO the dealer can be 
sure that essential growth require- 
ments have been provided in the 
feed. Tests at Cornell University 
showed a 50% greater vitamin G 
content per pound in Milk Sugar 
Feed than in any other form of milk 
used in feeds. 

KRACO is Milk Sugar Feed. It con- 
tains 50% more lactose (milk sugar) 
than any other form of milk. 
KRACO also is a rich source (8% 
to 9%) of milk minerals, chiefly bone- 
building calcium and phosphorus. 
KRACO is Growth and Health In- 
surance. Use it in all your Mashes. 


KRACO 


MILK SUGAR 


Use KRACO in Starting...Growing and Laying Mashes 


3 

NN 
| ep | Vilamin ( 
LK SUGAR at 


MILWAUKEE, WISCONSIN 


DAVID K. STEENBERGH, Managing Editor 


Volume Eleven 


May, 1935 
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Community Incubator Gets Business 
For Michigan Feed Store 


Nominal Charge to Users Defrays Cost 


FEED dealer, to merit the trade 
A of his community, must be com- 
munity-minded. 

It was this principle that 
boosted business and profits of the Lynn 
J. Pardee Feed Co., Galien, Mich. Ac- 
quiring a waning feed business in this 
town some seven years ago, Mr. Par- 
dee initiated many community helps and 
services which expanded his business so 
that today he has a turnover of $60,000 
annually. 

Installs Big Incubator 

Pardee realized the need for a com- 
munity incubator in Galien. He also 
recognized that farmers requiring the 
use of incubators would also be in need 
ot feeds, and that each farmer he ob- 
tained to frequent his store was a pro- 
spective customer. He therefore in- 
stalled such an incubator in his feed 
store. 

Expense of this incubator was de- 
frayed through a nominal charge to 
users. However, the increased patron- 
age more than compensated for the 
cost. The community flocked to hia 
store and not only seized the oppor- 
tunity to have eggs incubated there, 
but also became accustomed to purchase 
their feed supplies at the store. They 
manifested appreciation for the installa- 
tion of this service, while their con- 
stant contact with the store made them 
trust and feel at home in the Pardee 
feed establishment. 

“The incubator idea was a big help,” 
says Pardee. ‘There was a real need 
for such a device in my community, and 
the townspeople appreciated my install- 
ing it in my store. They soon got into 
the habit of coming into my _ store, 
recognizing it as some sort of com- 
munity center. In this way I was able 
to win their confidence and their patron- 
age.” 

Issues Weekly Bulletin 

Pardee took a second step to swell 
his business by bringing his feed serv- 
ices directly to the home of his pro- 
spective feed buyers. One method used 
was to send out weekly announcement 
cards with feed information. The cards 
served two functions—first, to advise 
on feed problems and second, to ap- 
prise of feed bargains. 

The feed advice relates to current im- 
portant problems vital to the feed 
buyer. The feed bargains listed on the 


card are outstanding and also contain 
suggested new mixtures. ‘These bulletin 
cards were eagerly anticipated by feed 
buyers, as much, perhaps, as their daily 
newspaper. They came to recognize 
these notices as an indispensable help 
to their feed needs. 

In further application of his commu- 
nity-conscious policies, Pardee  func- 
tioned as all-round feed mentor and 
authority in the vicinity, prescribing for 
community feed problems and crusading 
for feed betterments. Such a _ policy 
enabled him to side-sweep the notion 
that a feed store is merely a_behind- 
the-counter proposition. To better ful- 
fill this capacity, he studied up on cur- 
rent feed problems and feed innova- 
tions, keeping in constant contact with 
feed magazines, books and other per- 
tinent material. 

That is why, during the severe chinch+ 
bug ravage in that section, the com- 


W. M. STEINKE, King Midas Mill 
Co., Minneapolis, and Chester Cook, 
manager of the Milwaukee office, were 
recent visitors at Chicago. 


MICHIGAN 

Isbell Seed Co. elevator, Jackson, is 
being razed. 

F. R. Ryde & Son have installed a 
new feed mill at the Maple Rapids flour 
mill, Maple Rapids. 

Three Rivers Feed Co., Three Rivers, 
has opened for business. Maurice Baker 
is manager. 

Walter Markillie, Markillie Coal & 
Feed Co., Hartford, is recovering from 
an illness which confined him to his 
home for several days. 

Ellis Tosch, who has for several years 
managed the Farm Bureau feed store, 
Tort Huron, has moved his business 
to 324 Court street and will operate 
as the Tosch Elevator Co. 

Howard Cowell, Reading, is now op- 
erating the feed and seed business which 
he recently bought from E. B. Bailey, 
who is retiring. 

W. I. Biles, Saginaw Mills, Saginaw, 
died recently as a result of injuries sus- 
tained in an automobile accident. He 
was a past president of the Michigan 
3ean Shippers association. 

M. E. Britton has succeeded Jerome 
Lilly as manager of the Byron Center 
Cooperative Co., Byron Center. 
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munity instinctively turned to the Par- 
dee feed store for the solution to the 
pestilence. 

Pardee proved equal to the occasion. 
Through newspaper advertisements, bul- 
letin notices and word of mouth, he 
advised townspeople just how they could 
counteract the scourge. He also sug- 
gested methods of crop re-direction and 
preferable seed mixtures. These helps 
further ingratiated the townspeople 
aside from impressing them with his 
up-to-date information. 

Point No. 4 in Pardee’s expansion 
has been his window display. In the 
kelief that an attractive and appropriate 
window display is an important asset 
to every feed dealer, Pardee displayed 
a brooder rack in his window with 
graduated tiers containing chicks who 
nourished from different grades of 
feeds. Signs surmounted the rack, ad- 
vising passersby that they could deter- 
mine the type of feed best suitable for 
their own chicks by watching the chicks 
in the display-brooder grown under 
different feeds. 

As an additional attraction, to arrest 
the attention of passersby, prizes were 
given to those who guessed the num- 
ber of chicks in the brooder. 


Display Helped Sales 

“Why did I install the brooder rack?” 
Pardee explains. “That’s because every 
window display, in order to justify it- 
self, must be practical and demonstra- 
live. First, it must make you stop to 
look at it. Second, it should convey 
some message, so that it will leave a 
definite determination with respect to 
buying feeds. 

“To attract the passersby, the chick 
number-contest proved helpful. At the 
same time, the visual display of actual 
chicks feeding from a window brooder 
demonstrated to them just how my feeds 
could help their chicks. When a feed 
stere learns to become community- 
minded, many ideas for promotional 
helps and services suggest themselves. 

“T found that, when I planned my 
feed business in terms of my commu- 
nity, any number of possible innova- 
tions came to mind—little ideas that 
meant much to my community and in- 
cidentally helped my trade. In other 
words, I discovered that when I thought 
in terms of my community, the com- 
munity thought in terms of me.” 


Page Seven 


4 


Indiana Dealers Select 
Convention Site 


The Grand View Golf club, Ander- 
son, Ind., has been selected as the meet- 
ing place for the summer convention 
ot the Indiana Grain Dealers associa- 
tion which will be held Wednesday, 
June 19. Pleasant surroundings and the 
central location of the site are expected 
to attract a large attendance. The place 
was selected following a trip made 
through the state by G. A. Pritchard, 


golf, a soft ball game between the re- 
ceivers and shippers and possibly a 
herseshoe contest. Ladies will be en- 
tertained at an afternoon card party. 
Two or three outstanding speakers are 
now under consideration for the busi- 
ness session and the banquet which will 
be held at the club house in the even- 
ing. Officers of the association extend a 
cordial invitation to all dealers in In- 
diana and neighboring states to attend. 


DESOTO CREAMERY has opened 
a new station at Ulen, Minn., and plans 


president of the association and Fred two sell feed and seed. 


K. Sale, secretary. 


Morning and afternoon business ses- 


G. R. HOOVER, Pleasantville, Pa., 


sions which will conclude about 3:30 is wearing a broad smile and the reason 
o'clock are to be held and the balance is the arrival of a baby boy, the first 
of the afternoon will be devoted to in the Hoover family. 


HEL 


CUSTOMERS 


Customers Who 
Want a Liquid Treatment 
Recommend Dr. Salsbury’s 
RAKOS 


.. An astringent antiseptic 
medicine in liquid form es- 
pecially prepared for arresting 
the growth and development 
of coccidiosis germs and to 
stop the bleeding. Convenient 
to use with ground grain or 
other scratch feed. 


Suggest Early Pox 
Vaccination 


Dr. Salsbury s Fowl Pox Vac- 
cine gives you a nice profit 
and its dependability will 
make vaccination increas- 
ingly popular among your 
customers. 


PHEN-O-SAL 


TABLETS 


Coccidiosis is a real threat to your 
business among poultry raisers. If 
it causes heavy losses, it cuts deeply into 
your volume of feed sales. For there will 
be fewer birds to feed and some poultry 
raisers will be so discouraged they will stop 
buying good feed or will sell out completely. 


So it will pay you to help your customers 
‘““Get the jump’’ on Coccidiosis with Dr. 
Salsbury’s Phen-O-Sal Tablets. Phen-O- 
Sal helps to nip the infection in the bud, 
tones up the system and builds up the re- 
sistance of the birds. 


The Salsbury name is your assurance that 
Phen-O-Sal possesses the correct medicinal 
properties required for the successful treat- 
ment of Coccidiosis. By recommending it, 
you will help your customers make more 
money on their poultry. This means in- 
creased good will and more business for you. 
Put in a trial stock of Dr. Salsbury’s Phen- 
O-Sal; feature it in your window, on the 
counter and in your advertising. Write us 
for prices and complete details regarding 
the Dr. Salsbury Poultry Health Service 
dealer plan. 


A NATION-WIDE ORGANIZATION 


DR. LABORATORIES 
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Thomas O’Brien Heads 
Buffalo Exchange 


Thomas C. O’Brien, vice president 
and manager of the Superior Elevator 
& Forwarding Co., Buffalo, was elected 
president of the Buffalo Corn Exchange 
ait a meeting of the board of directors 
held April 11. He succeeds J. J. Ram- 
miacher, vice president and treasurer of 
the Eastern Grain & Elevator Corp., 
Buffalo. 

Other officers chosen were W. P. 
Frost, manager, Eastern States Coop- 
erative Milling Corp., Buffalo, vice 
president, and Fred G. Krueger, Pills- 
bury Flour Mills Co., treasurer. Fred 
E. Pond was reelected secretary and 
assistant treasurer. 

New directors chosen for a_three- 
year term were C. C. Lewis, president, 
Lewis Grain Corp.; E. E. McConnell, 
president, Rex Grain & Milling Co., Inc., 
and George B. Wood, president, Wood 
Grain Corp., all of Buffalo. 


Northwest Feed Dealers 
To Meet June 17, 18 


The Northwest Retail Feed associa- 
tion will hold its annual convention at 
the West hotel, Minneapolis, June 17 
and 18. Direct selling and the truck- 
ing problem are among the chief sub- 
jects which will be discussed, and ne- 
gotiations are now under way to obtain 
speakers. The annual banquet will be 
held on the evening of the first day. 

Walter C. Stephan, Frederic, Wis., 
president of the association, requests 
dealers to make suggestions regarding 
tepics of discussion and speakers at the 
convention. Correspondence should be 
addressed to the Northwest Retail Feed 
association, 408 S. 3rd street, Minne- 
apolis. 

This will be the third annual con- 
vention to be held by the organization 
and a cordial invitation is extended to 
al! dealers to attend. 


King Midas Cooperating 
“With 4-H Bakers 


King Midas Mill Co., Minneapolis, 
Minn., has again cffered to cooperate 
in the 4-H club baking movement in 
Wisconsin in the interests of better 
baking. 


In line with the policy followed for 
scveral years the company will furnish 
one sack of King Midas flour to each 
of the recognized 4-H clubs in the state. 
Contests are to be conducted in each 
locality to determine who will be sent 
to the state fair where the Wisconsin 
baking champion is to be selected. 

The King Midas Mill Co. will award 
a $100.00 scholarship at the University 
of Wisconsin to the champion. The 
persons placing second and third will 
receive scholarships of $50.00 and $25.00 
respectively. All 4-H club girls are 
eligible for memberships in the district 
baking clubs. 


CITY FEED STORE, Austin, Minn., 
was destroyed by fire recently, with 
damage estimated at $6,000. Owners of 
the property were Thaddeus Thompson, 
John Duerst and Ralph H. Peters. 


| - 
= 
wif 
= < 
GEES a 
= 
4 
Page Eight 


Manufacturers Ready tor Meeting 


At French Lick, May 31, June 1 


Will Discuss Uniform State Feed Laws 


form feed law which is pub- 
lished in full elsewhere in this 
issue of The Feed Bag will be 
a feature of the annual convention to be 
held by the American Feed Manufactur- 
ers association at the French Lick 
Springs hotel, French Lick, Ind., May 
31 and June 1. 
Griem on Program 
W. B. Griem, Madison, president 
of the Association of American Feed 
Control Officials, is scheduled as one 
of the speakers and is expected to de- 
vote his talk to the feasibility of adopt- 
ing uniform regulations to displace the 
varied state rulings on feed which are 
now in effect. The movement to es- 
tablish uniform feed laws has _ been 
under consideration for some time by 
both control officials and feed manufac- 
turers. Definite steps toward working 
out a suitable program are expected to 
result from the discussion at the con- 
vention. Mr. Griem, following his 
French Lick address, will entrain for 
Milwaukee where he is to address the 
Central Retail Feed association at the 
Schroeder hotel, June 3 and 4. 


Speaker From Washington 

In addition to Mr. Griem, those who 
are expected to contribute to the dis- 
cussion on the feed law are J. W. 
Keller, Pratt Food Co., Philadelphia, 
Pa., chairman of the association’s com- 
mittee which is studying the question, 
and L. E. Bopst, Maryland feed con- 
trol official, and a member of the con: 
trol association’s uniform feed law com- 
mittee. 

The principal speaker at the manu- 
facturers’ convention will be John C. 
Gall, counsel for the National Associa- 
tion of Manufacturers, Washington, D. 
C. Although the title of his address 
has not been determined he is expected 
to give inside information on the Wash- 
ington situation as it aftects business 
and the economic welfare of the coun- 
try. 

Results accomplished by the industry 
in operating under a code of fair com- 
petition will be reviewed by A. F. Seay, 
Purina Mills, St. Louis, chairman of 
the code authority. The feed manufac- 
turers’ code along with four others was 
recently transferred from the AAA to 
the NRA and Mr. Seay is expected to 
explain what effect the change will have. 
There will also be an address of in- 
terest by C. A. Coddington, Beacon 
Milling Co., Cayuga, N. Y., president 
of the association, as well as a report 
by Ralph M. Field, executive vice presi- 
dent. 


D ee of a proposed uni- 


Opportunity for Vacation 

Dates for the convention were par- 
ticularly selected to enable those attend- 
ing to enjoy Memorial day and the 
week end in the scenic and restful sur- 
roundings of French Lick, while they 
are discussing their problems. Golf, as 
usual, will be the chief entertainment 
feature. The afternoons of both days 
are to be spent on the greens as the 


Amid these beautiful surroundings the American Feed Manufacturers association will 


hold its annual convention, May 31 


nmianufacturers compete for numerous 
prizes and the grand award—the Penick 
& Ford silver trophy. Last year the 
cup went to L. W. Dewey, Dewey Bros. 
Co., Blanchester, Ohio, who has kept 
the prize for one year as the result of 
his golfing ability at the last annual 
convention. Mr. Field reports that a 
large number of prizes are awaiting 
those who excel in various phases of 
the game and few should go away dis- 
appointed. 

Although the ladies are eliminated 
from participating in the golf tourna- 
ment, they will have an opportunity to 
display their ability at bridge. Numerous 
prizes for this feature of the program 
have also been provided. 

Reduced Rail Rates 

Railroads are again offering reduced 
round trip rates of one and one-third 
of the regular fare for the convention. 
Certificates of identification which must 
be presented to the local station agent 
when tickets are purchased have been 
mailed by Mr. Field to members of the 
industry. Those who have not received 


Push Efforts to Curb 
Direct Selling 


Further steps toward curbing the 
direct selling of feeds by wholesalers 
to farmers were taken at a district 
meeting held by the Associated Feed 
Dealers of Indiana at the Indiana hotel, 
Wabash, April 30. More than 35 mem- 
bers of the trade attended. 

Speakers at the meeting included S. 
T. Edwards, Edwards Milk Product< 
Co., and R. S. Nelson, Armour & Co. 
both of Chicago. 

The Associated Feed Dealers of In- 
diana have adopted the “honor roll” 
plan of combatting direct selling which 
was initiated and is being supported by 
the Central Retail Feed association. 
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and June 1. 
the hotel and the scenic grounds surrounding it. 


This view, taken from an airplane, shows 


them may do so by getting in touch 
with E. P. MacNicol, secretary, South- 
ern Mixed Feed Manufacturers associa- 
tion, Memphis, Tenn.; J. M. Adam, An- 
heuser-Busch, Inc., St. Louis, Mo.; F. 
C. Greutker, Cereal By-Products Co., 
Buffalo, N. Y.; C. N. Barrett, North- 
rup, King & Co., Minneapolis, Minn.; 
W. P. Bomar, Bewley Mills, Fort Worth, 
Tex.; H. E. Fouts, Mid-West Feed 
Manufacturers association, Kansas City, 
Mo.; H. L. Hammond, Charles M. Cox 
Co., 177 Milk street,Boston, Mass., and 

. H. Gambrill, Jr., Dietrich & Gam- 
brill, Inc., Frederick, Md. 

Hotel reservations may be made di- 
rect with French Lick or through Mr. 
Field at the association office, 53 West 
Jackson boulevard, Chicago. A special 
rate of $8.00 per day per person has 
been granted. This includes meals, 
room with bath, free golf, and the use 
of swimming pools and tennis courts. 
Concessions will apply only to those 
arriving prior to and remaining after 
the actual dates of the meeting. 

Get Your Reservation 

Sleeping car reservations will be ar- 
ranged from Chicago, St. Louis and 
Memphis on request. Inquiry regard- 
ing reservations may be made through 
Mr. Adam at St. Louis, Mr. MacNicol 
at Memphis, and Mr. Field at Chicago. 

Early responses to announcements of 
the convention indicate that the attend- 
ance will be the largest in years. Mr. 
Field advises those who wish satisfac- 
tory accommodations at the hotel to 
make their reservations early as the 
rooms are going fast. He has mailed 
invitations to a large list this year with 
a card enclosed to be used: by the in- 
dividual to indicate whether or not he 
will be present. Ail those who plan to 
attend are requested to return the cards 
to Mr. Field to enable him to work 
with the hotel in making satisfactory 
arrangements. 
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Pictures 


An Ohio dealer makes a practice of 
carrying a camera and several rolls of 
films with him when he calls on cus- 
tomers in the country. He takes “shots” 
of interesting scenes, including the 
owner and his family, successful flocks, 
dairy herds which have made a record 
on his feeds, etc. When he returns he 
has two prints of each film made. One 
of them is posted on a bulletin board 
in his store and the other is sent to 
the customer. Farmers appreciate re- 
ceiving snap shots of themselves and 
the bulletin board interests many in 
using the same kind of feed that have 
produced successfully for those pictured. 


his Month In Your Feed Store 


e Live Tips To Help You Get More Business 


Remembrances 


Folks like to be remembered person- 
ally whenever anything unusual hap- 
pens. In Minnesota a feed dealer care- 
fully scrutinizes the columns of his lo- 
cal newspaper for births, deaths and 
weddings, etc., in which the names of 
his customers appear. He sends them 
a personal letter of congratulations or 
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FARM ANIMALS ARE 
ACCURATE JUDGES OF FEED 


Chickens, cows, hogs can’t be fooled on 


Quaker 


FUL Q-PEp 


EGG MASH 


feeds lacking in the nutrients required for 
sound, rapid growth or for sustained egg 
and milk production. 

That is why thousands of Poultrymen, 
Dairymen and Hog Raisers use Quaker 
Feeds year in and year out. They can 
always be certain of uniform feed quality 
and sure of gratifying results. 


The feed that is best to use is 
also best to sell. It gives consist- 
ently satisfactory results which 
keep your customers coming back 
for more—and makes it easier to 
add new customers. 


THE QUAKER OATS 
141 West Jackson Blvd. ... 


Dept. 15-E 


COMPANY 
CHICAGO, U. S. A. 


INIA 
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condolence depending on what the oc- 
casion demands. In this manner he 
more firmly cements the friendly rela- 
tions between him and his patrons and 
is assured of their repeat business. Pro- 
spective customers, too, are included on 
the list and the dealer has gained many 
additional sales as the result of his 
thoughtful remembrances. 


Billboards 


Most farmers make daily trips with 
their milk to the local cheese factory. 
A Michigan dealer obtained the per- 
mission of milk station owners to post 
a billboard advertising his feeds in con- 
spicuous places near the plants. The 
farmers were thus reminded every 
morning to purchase their supplies from 
this feed man, and business has _ inc- 
reased appreciably for him since he 
inaugurated the idea. 


Mechanical Hen 


Window displays with action attract 
more attention than a mere presenta- 
tion of inanimate objects. Realizing 
this fact a dealer in Pennsylvania made 
a cutout of a large hen. Then he paint- 
ed a series of eggs on a black belt which 
he attached to a small electric motor. 
When the juice was turned on the dis- 
play gave the appearance of a hen lay- 
ing a continual stream of breakfast food. 
Signs used in connection with the dis- 
play, of course, called attention to the 
merits of the dealer’s brand of feed for 
egg production. The exhibit attracted 
much interest and paid for itself many 
times over in increased sales. 


Poultry Shoot 


Farmers who wish to dispose of their 
surplus poultry bring it to an eastern 
feed merchant who holds a poultry 
shoot each year. The event attracts 
a large crowd to the store, helps in- 
crease the sale of the dealer’s feeds and 
gives the customers a good return on 
their hens, geese, ducks and turkeys. 


Flower Garden 


The garden seed and fertilizer depart- 
ment in the feed store of a Wisconsin 
dealer was tolerated as a necessary evil 
until the feed man cultivated a lot next 
to his warehouse and started a garden 
of his own. It has developed into a 
real beauty spot and hundreds of town 
and country folks stop to admire it. 
The dealer tells them about the seeds 
and fertilizers which he uses to attain 
such success and naturally the prospec- 
tive customer wants to purchase the 
same brands. The garden department 
is now one of the most profitable in the 
store. 


MIDDLESEX COAL & GRAIN Co. 
elevator and hay warehouse, Bedford, 
Mass., were recently destroyed by fire. 
Loss has not been determined. 
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ET TU From advertisements published in another trade paper we now 


BRUTE note that retail feed dealers are invited to ‘‘share the profits’ 
of a scheme to make mixed feed manufacturers of their farmer 
customers. 


““We’re taking the Feed Dealers into the mixer business with us!”’ this 
advertising proclaims and the manufacturer of these mixers suggests that the 
dealers help him sell his machine, with ‘‘exactly the same mechanical features”’ 
as the same make of machine used in many feed stores, to their “principal 
feeder-customers’”’. 


The dealer’s share of the profits is his commission on the sale of each mixer 
and his margin on the ingredients he may subsequently sell to his newly estab- 
lished farmer-feed manufacturers. 


THE FEED BAG can see no possibility of making any favorable comparison 
between any profit of this kind and the legitimate profit of the established 
retail feed dealer who ‘“‘sticks to his last’’ and merchandises ready-made, sci- 
- entifically balanced rations to his customers. 


Feed stores are service institutions selling either proved mixtures of the 
commercial manufacturers or fully equipped with all necessary machinery and 
manufacturing comparable rations of their own. There is no more need for 
farmer-feed manufacturers than for farmer-sales agents handling car and truck 
lots of wheat feeds and concentrates or any of the other commodities efficiently 
sold by established retailers. 


There may be more excuse for portable grinders but THE FEED BAG has 
always maintained that their operation was contrary to the best interests of _ 
the feed trade and that it was almost treason for the firms which sold grinders a 
to the feed dealer to subsequently sell portables to destroy that dealer’s busi- — 
ness. Many manufacturers of mixers and other mill machinery complimented 
our campaign against portable mills so now, with at least one mixer manu- 
facturer putting on almost the ‘“‘same shoe”’, we can’t help but ask: “‘Et tu 
Bruter’”’ 


Before you share the profits, Mr. Dealer, think seriously about whether 
or not you want any more mixers, any more competitors in your territory. 


DAVID K. STEENBERGH. 
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Truck, Seeds Are Stolen 
From Wisconsin Firms 


The entire stock of seeds at the 
Avalon Mills, Avalon, Wis., operated by 
John B. Johnson and a motor truck 
were stolen on April 9, and at 2:30 
o’clock Easter morning, $2,500 worth of 
alfalfa, alsike and timothy seeds were 
taken from the Burlington Feed Co. 
plant at Zenda, Wis. 

The robberies are believed to have 
been committed by the same person or 
persons. News of the thefts was broad- 
cast over radio station WLS and both 
Mr. Johnson of the Avalon Mills and 
Walter Uebele of the Burlington Feed 
Co. have offered rewards for informa- 
tion leading to the arrest of the guilty 
parties. 


The truck stolen along with the seeds 
from the Avalon Mills was a 1928 model 
Chevrolet with green sides. Several 
farmers in the vicinity of Zenda re- 
ported seeing a _ red-bottomed truck 
leaded with seeds passing along the 
highway, following the Zenda robbery. 
They said that it was trailed by a Chev- 
rolet sedan which would stop whenever 
the truck came to a halt. Not realiz- 
ing that seeds had been stolen, how- 
ever, they failed to report the incident 
immediately. 

Dealers are cautioned against buying 
seeds from anyone unknown to them 
and to communicate with authorities if 
trucks answering the description are 
observed. It is also reported that seeds 
were stolen at Crystal Lake, Wis., about 
the time of the Zenda and Avalon 
thefts. 


of lower freight rates. 


chases. 


NORTHRUP, 


SURE WAY SAVE 


Lower costs mean better profits. Give your- 
self a better margin on all you sell by taking 
advantage of Northrup, King & Co.’s Mixed Car 
Service. It’s the one sure way to save. By com- 
bining your needs into a mixed car, you give 
yourself the benefit both of quantity buying and 


King & Co. your source of supply, you are as- 
sured of the highest quality in all your pur- 


Feature Northrup, King & Co.’s famous brands 
Sterling and Northland and watch 
your mixed feeds move. Eachsack 
is packed with feeding profits for 
the farmer—which means turn- 
over profits for you. Concentrate 
your buying with Northrup-King. 


By making Northrup, 


KING & CO. 


MINNEAPOLIS PSINCE 1884. MINNESOTA 
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Five Codes Transferred 
From AAA to NRA 


Administration of codes affecting feed 
manufacturers, flour millers, country 
grain elevators, mialtsters, and _ the 
southern rice milling industry have been 
transferred by executive order of Presi- 
dent Roosevelt from the Agricultural 
Adjustment Administration to the Na- 
tional Industrial Recovery Board. 

Powers in matters pertaining to 
growers are reserved for the secretary 
of agriculture in the terms of the trans- 
fer. It is also provided that written 
approval of the secretary shall be re- 
quired on all actions involving fixing 
or control of prices to agricultural pro- 
ducers and to first processors or of bro- 
kerage fees on such transactions. Ap- 
proval is also required for credits and 
financial charges with reference to ag- 
ricultural products; commission rates 
on purchases from producers or from 
first processors, purchasing arrange- 
ments with regard to agricultural com- 
modities in original form, and market- 
ing quotas involving producers or first 
processors and plant capacity and allo- 
cation. It is also provided that the 
secretary of agriculture retain the right 
to appoint a non-voting member to each 
of the five code authorities. 

The order effecting the transfer was 
signed by President Roosevelt March 
30 and became effective April 8. 


Hold Parley to Curb 
Direct Feed Sales 


Initial steps to curb direct selling 
were taken at a meeting held by the 
Northern Indiana Feed Dealers asso- 
ciation at Plymouth, Ind., April 16. 
More than 100 retailers and representa- 
tives of several wholesalers and manu- 
facturers attended. 

It was generally agreed by both in- 
terests that direct selling was unfair 
and that there had been irregularities 
in the trade. The wholesalers approved 
the idea of an “honor roll” for them- 
selves but suggested that there should 
also be one for retailers. One of the 
wholesalers pointed out that he could 
not afford to sell at retail and conse- 
quently he should have a list of legiti- 
mate dealers with whom he could do 
business on the proper basis. 

Attention was also called to the fact 
that it was necessary to be on guard 
against truckers who made false repre- 
sentations and who were not legitimate 
dealers. A definition of a bona fide 
retailer was then drafted. He was 
described as one who has an established 
business, carries a normal overhead and 
pays taxes. 

Those present agreed to hold another 
meeting in the near future at which 
further plans to stop direct selling are 
to be formulated. 


CHARLES WEYDMAN has _be- 
come associated with Earl E. McCon- 
nell, president of the Rex Milling & 
Feed Co., Buffalo, N. Y., in a new 
corporation which is to be known as 
the McConnell & Weydman Co. The 
new firm will do a general brokerage 
business and handle consignments of 
grain and feeds. Mr. Weydman was 
formerly associated with the Eastern 
Grain Co., of Buffalo. 


Ki 
7 ING 
IXED 
RVice 
Sav) 


Govenor La Follette 
Will Address 
Central Feed Men 


At Convention 


ernor of Wisconsin, will be the 

honor speaker at the tenth annual 

convention of the Central Retail 
Feed association which will be held at 
the Schroeder hotei, Milwaukee, June 
3 and 4. The committee in charge of 
arrangements is preparing for a record 
attendance. 

Governor La Follette will speak on 
“Our Plans for Business and Agricul- 
ture.” This subject, in view of present 
conditions, will be of interest to all 
who are engaged in the feed business. 
Presence of a governor at the conven- 
tion will be the first in the history of the 
association. Mr. La Follette will speak 
at the afternoon 
session on June 3. 

Drought relief 
and the handling 
of feeds for arid 
sections has proved 
to bé compli- 
cated problem for 
many dealers in the 
territory served by 
the Central associ- 
ation. Those who 
attend the conven- 
ticn, however, will 
have an_ opportu- 
nity to get the first 
kand facts on the situation. 

They will be addressed by Arlie 
Mucks, Madison, director rural division, 
Wisconsin Emergency Relief adminis- 
tration. Mr. Mucks will discuss the 
subject from the angle of what the feed 
dealer can do to help the drought 
stricken farmer. He is a former Wis- 
consin football star and is known to 
track fans for having held the world’s 
record for the shot put for many years. 

W. B. Griem, director feed and fer- 
tilizer division of the Wisconsin depart- 
ment of agriculture and markets and 
president of the Association of Ameri- 
can Feed Control Officials, who has 
always attended past conventions as a 
guest, will be a regular speaker on the 
program this year. Mr. Griem will dis- 
cus feed laws and is expected to have 
many practical suggestions for a move- 
ment to make regulations uniform 
throughout the United States. 

Poultry Disease Expert 

Poultry parasites and diseases are 
known to exact a toll of millions of 
dollars from farmers served by the feed 
dealer. Realizing the seriousness of the 
situation the Central association be- 
lieved that those attending the conven- 
tion would be interested in learning ef- 
fective methods for preventing and cur- 
ing common poultry ailments. 

Sivert Eriksen, Dr. Salsbury’s Labo- 
ratories, Charles City, Ia., will discuss 
the subject, particularly from the feed 


Pi F. LA FOLLETTE, gov- 


Arlie Mucks 


dealer’s and the service man’s view- 
point. He will take up the problem 
of diseases as a whole, of what import- 
ance it is to the producer, how the most 
common ones may be recognized and 
the proper treatment prescribed. Dr. 
Eriksen is a graduate of veterinary 
medicine, Kansas State college, and has 
spent some time in research. both in 
Kansas and the University of Illinois. 
For nearly four vears he had charge of 
the poultry disease work at the Missouri 
poultry experiment station. 
Agricultural Chemistry 

Two other speakers will be obtained 
for the convention. One of them is 
expected to analyze the possibilities for 
utilizing agricultural products for pur- 
poses other than food. Science has dis- 
covered methods of making alcohol, 
paper, rubber, etc. from products raised 
on the farm which would greatly aug- 
ment the present rural income and give 
the farmer greater buying power. Deal- 
ers are naturally interested in seeing 
their customers get more money, so 
that they will be in a position to buy 
more feeds. 

How feed dealers can get the most 
out of cooperating with each other in 
an association will be explained by 
Phil A. Grau, Milwaukee, former sec- 
retary of the Milwaukee Association of 
Commerce. Mr. Grau is an expert in 
the art of organization and will present 
many ideas that will be valuable to each 
individual as well as the association 
as a whole. 

The annual banquet, always a_ high- 
light of the convention, will be held on 
the evening of the 
opening day. En- 
tertainment will be 
furnished through 
the courtesy of the 
Milwaukee Grain 
& Stock exchange, 
which _ promises 
something new and 
different, including 
two surprises guar- 
anteed to make 
everybody laugh. 
The committee in 
charge of arrange- 
ments is headed by 
LeRoy La Budde, LaBudde Feed & 
Grain Co. Assisting him are A. L. 
Flanagan, Fraser-Smith Co., Ltd.; A. 
E. Bush, Froedtert Grain & Malting 
Co:; G. W. Kruse, P. C. Kanim Co.; 
Clarence Moll, the Paetow Co.; H. W. 
Kusserow, Chas. A. Krause Milling Co., 
and Erich Engler, L. Teweles Seed Co. 
An excellent menu that will satisfy the 
most exacting palates is promised for 
the dinner which will start off the even- 
ing’s festivities. 

Those who attend the convention will 
have an opportunity to reduce their ex- 


Sivert Eriksen 
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Governor La Follette 


For the first time in the history of the 
organization, the Central Retail Feed asso- 
ciation will this year have the privilege of 

resenting a governor at its convention. 

he Hon. Philip F. La Follette will give an 
address on ‘‘Our Plans for Business and 
Agriculture,’’ a topic of importance to all 
engaged in the feed trade. 


pense by copping a share of the attend- 
ance prizes of $100.00 which are to be 
awarded. The opening day there will 
be $50.00 in cash awaiting those who 
present their ticket stubs at the door. 
live prizes of $5.00 each are to be 
distributed at the morning session and 
the same number in the afternoon. Any 
person who registers for the convention 
is eligible to win. 

On the second day the prizes will be 
restricted to members of the associa- 
tion. There are to be five awards of 
$10.00 each or a total of $50.00. All 
of it will be in Uncle Sam’s cold cash. 

Otto Sickert, president of the Mil- 
waukee Grain & Stock exchange, will 
open the convention with an address 
of welcome and the response will be 
given by Roland Reinders, Reinders 
Bros., Elm Grove, Wis., president of 
the association. 

Early reports from the Central terri- 
tory indicate that a record crowd of 
dealers from far and near will flock 
to Milwaukee, June 3 and 4. In addi- 
tion to receiving the benefits of the 
knowledge and experience of leading 
men in government and business, the 
delegates will have an opportunity to 
gain ideas from each other in the im- 
rromptu discussions which will de- 
velop during the sessions. 

Goodbye and Prosit! 

Officers of the association are to be 
elected at the close of the morning ses- 
sion on the second day. Before de- 
parting for their respective homes, the 
dealers are to be treated to a trip 
through the Blatz brewery, where they 
will be guests of A. L. Klein, secre- 
tary of the company. Mr. Klein prom- 
ises generous samples of his: product 
and a buffet luncheon. 


HERMAN STEEN, secretary of the 
Millers National federation, returned to 
his office at Chicago recently after a 
trip to London, England. 
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Uniform State Feed Law Drafted 
By Special Committee 


To Be Discussed at French Lick Convention 


trol officials and manufacturers 

arising from discussions at vari- 

ous meetings during the past 
year for establishing a uniform feed law 
that could be adopted by all states have 
been crystallized into a tentative draft 
by a joint committee of the American 
Feed Manufacturers association and As- 
sociation of American Feed Control 
Officials. 

This model law is to be presented 
and discussed at ihe annual convention 
of the American Feed Manufacturers 
association which is to be held at 
French Lick, Ind., May 31 and June 1. 

It is believed that a tentative pro- 
posal will furnish an excellent  start- 
ing point to forward the movement. The 
proposed draft of the uniform feed law 
tollows: 

SECTION 1. The term “Commer- 
cial Feeds” shall be held to include 
all feeds used for feeding domestic and 
game animals and birds, except the fol- 
lowing: 

(a) Unmixed whole seeds or grains; 

(b) The unmixed meals made direct- 
ly from and consisting of the entire 
grains of corn, wheat, rye, barley, oats, 
buckwheat, flaxseed, kafir and milo; 

NOTE: Sub-section (b) optional as 
it is not desired in some states. 

(c) Whole hays, straws, cottonseed 
hulls, corn stover and silage, when un- 
mixed with other materials. 


SECTION 2. All manufacturers, 
jobbers, firms, corporations or persons 
before selling or offering for sale any 
commercial feed for use within this 
state shall have printed on, or attached 
to each bag, package or carton a plainly 
printed label in a conspicuous place on 
the outside, containing a legible and 
clearly printed statement in the Eng- 
lish language clearly and truly certi- 
fying: 

(a) The net weight of the contents 
ot the package, bag or carton; 

(b) The name, brand or trade mark; 

(c) The name and principal address 
of the manufacturer or person respon- 
sible for placing the commodity on the 
market; 

(d) The minimum per centum of 
crude protein; 

(e) The minimum per centum of 
crude fat; 

(f) The maximum per centum of 
crude fiber; 

(g) The name of each ingredient 
used in its manufacture; 

NOTE: The Official names of all 
materials which have been so defined 
by the Association of American Feed 
Control Officials, shall be used in the 
declaration of the names of ingredients 
required by the provisions of this Act. 

(h) In the case of mixed feeds con- 
taining more than 5 per cent of min- 
eral ingredients, and in the case of min- 
ral feeds, mixed or unmixed, which are 
manufactured, represented and sold for 
the primary purpose of supplying min- 
eral deficiencies in rations for domes- 
tic and game animals and birds, and 
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containing mineral ingredients generally 
1egarded as dietary factors essential for 
normal nutrition, the minimum per- 
centum of lime (CaO), of phosphoric 
acid (P2005), of Iodine (I) and the 
maximum percentum of Salt (NaCl), if 
the same be present. Provided that if 
no nutritional properties other than 
those of a mineral nature be claimed 
for a mineral feed product, the per- 
centums of crude protein, crude fat and 
crude fiber may be omitted. 

(i) The maximum percentage of salt 
in any mixed feed if more than 2 per 
cent of salt is present. 

SECTION 3. Before any manufac- 
turer, importer, jobber, firm, association, 
corporation or person shall sell, offer or 
expose for sale or distribute in this state 
any commercial feed, he or they shall 
of the statement specified in Section 2, 
with the exception of sub-division (a), 
for each brand of ccmmercial feed, said 
certified copy to be accompanied, when 
the...........................Shall so request, by a 
sealed package containing at least one 
pound of the commercial feed to be sold, 
offered or exposed for sale or distrib- 
uted in this state, and the company or 
person furnishing said sample shall 
thereupon make affidavit that the said 
sample is representative of the commer- 
cial feed offered for registration. On 
receipt of the certified copy of the tag 
or label and the application for regis- 
tration, and after compliance with all 
the requirements of this Section, the 
Pee ee shall issue a certificate of 
registration for the commercial feed 
which shall expire December 31 follow- 
ing its date of issuance. 

SECTION 4. NOTE: The provi- 
sions of this Section are proposed for 
the benefit of those states which may 
not secure a direct appropriation from 
the legislature to cover the expenses of 
enforcing the law. 

Suggestion 1. Each and every manu- 
facturer, importer, jobber, firm, associa- 
tion, corporation or person manufactur- 
ing, selling or distributing any com- 
mercial feeds as defined in Section 1 
of this Act, shall pay to the.....................0. 
an snspection tas. for each 
ton of commercial feed sold, offered or 
exposed for sale or distributed in this 
state, and shall affix to or accompanv 
each fot shipped in bulk, and to each 
parcel of such commercial feed a tag. 
stamp or label to be furnished by the 
stating that all charges 
specified in this Section have been naid. 
Fees collected shall constitute a fund 
for the payment of the cost of inspec- 
tions, sampling, analyses. and other ex- 
penses necessary for putting into effect 
the provisions of this sub-title. When- 
ever any commercial feed as defined in 
Section 1 is offered or exposed for sale 
in bulk or otherwise stored, the manu- 
facturer, importer, jobber, firm, associa- 
tion, corporation or person keeping the 
same for sale shall keep on hand cards 
unon which shall be printed the state- 
ment required by the provisions of Sec- 
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tion 2, and when such feed is sold at 
retail in bulk or in packages belonging 
te the purchaser, the manufacturer, im- 
porter, jobber, firm, association, corpo- 
ration or person shall furnish the pur- 
chaser with sufficient tax tags or stamps 
to cover the sale, and with a card or 
cards upon which appears the state- 
ment required by the provisions of Sec- 
tion 2 

Suggestion 2. Each and every manu- 
facturer, importer, jobber, firm, associa- 
tion, corporation, or person manufac- 
turing, selling, or distributing any com- 
mercial feeds as defined in Section 1 of 
this Act shall pay annually a registra- 
enumerated. For the purpose of de- 
fraying the expenses connected with the 
sampling, inspection and analysis of 
commercial feeds sold or offered for 
sale within this state and other items 
incident to carrying out the provisions 
of this Act, all corporations, firms or 
persons engaged in the manufacture or 
sale of commercial feeds shall on or 
before the first day of February of each 
year, make statement under oath, in due 
form of law, which shall be filed with 
and which shall set 
forth the number of net tons of such 
commercial feeds sold during the pre- 
ceding calendar year; and upon such 
statement shall pay to the... 
per net ton of 
2,000 pounds. 


SECTION 4-A. NOTE: The pro- 
visions of this sub-section to be used if 
Suggestion 2 is followed. 

The registration fee as provided in 
this Section shall not apply to any feed 
mixed according to a formula furnished 
by a consumer; provided, in lieu of 
registration, all such packages of feeds 
mixed according to a formula furnished 
by the consumer shall plainly 
marked or tagged on the outside of 
the package with the words, “Mixed- 
to-Order’”,, together with either a state- 
ment of the name and amount of each 
ingredient contained therein, or the 
guaranteed analysis and the name of 
each ingredient, and such sales shall be 
subject to an inspection tax Of.............. 
per ton. For the purpose of computing 
or ascertaining the amount of this in- 
spection tax, a statement under oath 
shall be filed on or before the 1st day 
of February of each year with the 
giving the total number 
of tons sold during the preceding calen- 
dar year in this state. 

If any person, firm or corporation 
subject to the provisions of this sub- 
section shall fail to label the packages 
as provided or shall fail to file a state- 
ment of the number of tons sold, or 
shall fail to pay the inspection tax 
within 30 days after the close of the 
calendar year, for which such tax is 
due, such -erson, firm or corporation 
shall be punished by a fine of not less 
than twenty-five ($25) dollars and not 
more than two hundred ($200) dollars. 

(Continued on Page Twenty-three) 


Making 
FEED HISTORY 


No.5 Discovery of Nutritional 
Values tn mill By -products 


Half a century ago, by-products of flour, cereal 
and oil mills were considered just so much waste. 
Bran was burned or blown into the tail race of the 
mill stream. Cotton was looked upon as a menace to 
live stock. Rivers carried untold millions of gallons 
of black strap, discarded as waste by the sugar mills. 
Breweries and distilleries installed expensive equip- 
ment to convert left-over wet mash into a dry form 
more easily disposed of. The possibility that these 
by-products might contain nutritional elements 
valuable in feeds for live stock and poultry was 
completely overlooked. 


Free grazing lands began to disappear, however, 
creating a need for scientific feeding. At the same 
time, demands for greater efficiency in mill opera- 
tions caused determined efforts to stop waste. These 
factors brought about an investigation into the nu- 
tritional possibilities of mill by-products. And scien- 
tific analyses quickly demonstrated that many of 


these by-products were rich in valuable nutrients. 
4 


These discoveries marked the beginning of the 
business of supplying prepared feeds — a business 
destined to become one of the nation’s greatest in- 
dustries. 


Allied Mills was one of the pioneers in the feeding 
industry. In the early days, this organization pro- 
duced feeds as perfect as the knowledge of the times 
permitted. Today, a highly skilled organization 
prepares feeds that represent the last 
word in scientific feeding knowledge 

. feeds that supply every feeding 
need in every section of the country. 


Feeders everywhere, build perma- 
nent, profitable, repeat business with 
Wayne Feeds. 


This is the fifth of a series of advertise- 
ments portraying the development of the 
feeding industry. 


ALLIED MILLS, Inc., Chicago, 


Manufacturers of Mixed Feeds and Processors of Soy Beans 
Mills: Peoria, Il.; Fort Wayne, Ind.; East St. Louis, Ill.; Taylorville, Ill.; Omaha, Neb.; Buffalo, N. Y.; Portsmouth, Va. 


Illinois 
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INSPIRATION 

Salesman: “Did that patent medicine 
you purchased cure your aunt?” 

Dealer: ‘Mercy, no. After reading 
the circular wrapped around the bottle 
she got two more diseases.” 

Then there was the farmer who 
named his pig Dillinger because he 
couldn’t keep it in the pen. 


COMPLICATIONS 

Lawyer: “Well, Rastus, so you want 
me to defend you. Have you any 
money?” 

Rastus: “No, suh, Ah hain’t got no 
money but I got a Fo’d cah.” 

Lawyer: “Well, you can raise some 
money on that. Now, let’s see—just 
what are you accused of stealing?” 
Rastus: “A Fo'd cah.” 


Carefully Sifted for Feed Dealer Consumption 


SHE REPEATED 

Insurance Agent: “Pardon me, mad- 
am, but what is your age?” 

Spinster: “I’ve seen 23 summers.” 

Insurance Agent: “Yes, of course, but 
how many times have you seen them?” 

* 

Then there was the man who gave 
up drinking for the sake of his wife 
and kidneys. 


MEAT SCRAPS 


.... in New Home 


Durinc APRIL WE MOVED 
INTO A BRAND NEW MEAT 


SCRAP PLANT. 


q You will continue to get the 
same Fresh, Low Fat Meat Scrap 
as in the past, PLUS even better 
service due to the efficiency of 
new and more up-to-date equip- 


ment. 


q Insist on DARLING'S for your 
poultry mashes and recommend 
it to your customers. 


DARLING 
COMPANY 


4201 S. Ashland Ave. 


Page Sixteen 


Chicago, Illinois 


THE FEED BAG—MAY, 1935 


IMPORTANT JOB 
Lady: “So you are on a submarine. 
What do you do?” 

Sailor: “I run forward and hold her 
nose when we want to take a dive.” 
* * & 

REALLY STRICT 
“Are they very strict at your college?” 
“Are they? Why, when a man dies 
suddenly in a lecture they prop him up 

until the end of the hour.” 
EASY TO LOCATE 
Salesman: “You have a fine looking 
force of employees. Where do you find 
them?” 
Dealer: “I usually find*them back in 
the warehouse smoking cigarettes.” 


SKIN GAME 
Male Nudist: “Will you marry me?’ 
Female Nudist: ‘Why, I barely know 


* * * 


CORNHAY WEAKLY NEWS 

Judd Perkins is in a quandary since 
the new golf course opened adjoining 
his farm. Judd’s hens insist on settin’ 
on the lost balls and hatching them 
instead of tending to their laying. 

A dust storm struck Cornhay last 
week, when Mrs. Slomotion, wife of 
this fair hamlet’s laziest man, insisted 
on making her husband beat the rugs. 
Neighbors report that there was most- 
ly storm and little dust flying. 

* * 


SKEPTICAL 
Teacher: “Now, if I lay five eggs 
here and three eggs there, how many 
will I have all together?” 
Johnny: “I don’t think you can do it.” 
* * * 


ALSO MONEY 
“You must remember that money 
isn’t everything!” 
“What's the other 1 per cent?” 
* 


SUSPENDED SALE 

Salesman: “If you put one of our 
roofs on your silo, I guarantee that it 
will stay there for 50 years.” 

Farmer: “And after the silo rots 
away, how will I get the roof out ot 
the air?” 

PRACTICAL 

College Boy: “Well, dad, I bought 
some books on farming for you to dig 
into.” 

Dad: “Yeah, and I’ve bought another 
80 acres for you to dig into.” 

* * * 


SLIGHT ERROR 
General: “Where is that horse I told 
you to have shod?” 
Private: ‘“Omigosh, 


did you 
shod?” 


say 


* * 


BAD BARGAIN 
Uncle: “You boys of today want to 
make entirely too much money. Do 
you know what I was getting when I 
married your aunt?” 
Nephew: “No, and I’ll bet you didn’t 
either.” 


| 
| 
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Results Gained by Steady Patrons 
Induce Prospects to Buy 


Indiana Dealer’s Records Boost His Sales 


T pays to check up on the results 
| that your customers are getting 

from their purchases of commercia} 

poultry feeds, has been the experi- 
ence of Morris Gray, owner of the Gray 
feed store and hatchery, Rossville, Ind. 
He has been in business since 1923, has 
a list of every customer to whom he 
has sold feed, and makes a practice of 
asking these farmers when they call at 
his store just what results they have 
obtained. 

Local Evidence Convincing 

In most instances they will tell him 
that they have increased their egg pro- 
duction from 20 to 50 per cent through 
using commercial poultry feed of the 
kind he handles. Again, others will 
say that it has increased egg size, has 
bettered the color of the yolks, ete. 
In rare instances will the complaint be 
made that no noticeable increase has 
been seen by using commercial feeds. 
Mr. Gray makes a mental note of the 
facts and figures given him by his far- 
mer customers. When a prospect walks 
into his store and desires to know if 
commercial feeds are really all they 
are cracked up to be, he has informa- 
tion at hand which is convincing. 

It may be that the prospect lives in 
a section where Mr. Gray has satisfied 
customers. He is then able to name 
farmers who are using his feeds, and 
can also give specific figures on the 
increases these men have had in egg 
production, size and color of yolk, by 
using commercial feeds. 

Mr. Gray has found that this method 
has been most effective in increasing his 
sales during recent years. 

“Farmers, as a rule,” he says, “are 
getting a little fed up on high-powered 
sales talk that deals only in generalities. 
But if you can give a farmer a con- 
vincing talk, backed up by figures that 
have local application, sales will very 
likely result. A farmer likes to know 
what a certain feed is doing for the man 
who lives perhaps ten or 15 miles dis- 
tant. 

Makes Service Trips 

“Every sale of feed that a dealer 
makes and which satisfies the purchaser, 
should be used to make future sales. If 
you can quote names of satisfied users, 
this is one of the best sales arguments 
you can use. Farmers know that a 
dealer cannot afford to make statements 
about other farmers unless they are 
true.” 


Mr. Gray makes frequent trips 
throughout his territory to visit his 
customers and prospects. He does not 
call these “selling trips,” but merely 
“service trips”. He likes to visit with 
farmers, talk over their poultry feeding 
problems with them and make recom- 
mendations. In this way he has a 
further opportunity to check up on the 
results which farmers are getting by 
using his feeds. He also gets first-hand 
information on what competitive feeds 
are accomplishing for farmers. All in 


all the trips are highly educational for 
both the farmer and dealer. Often, too, 
he comes home with many orders for 
feed in his pockets. 

“You've got to keep in close touch 
with the problems of poultry raisers if 
you want to sell feed,” declares Mr. 


In spite of the bustle that surrounds his 
feed store, Morris Gray manages to keep 
it neat and attractive. Customers are im- 
pressed and like to trade there. 


Gray. “You are not in the business to 
sell feed only, but also to see that the 
purchaser gets results with the feed you 
sell to him.” 

There are a number of poultry raisers 
in every section who are constantly 
trying new feeds in the hope of striking 
the one which will give best results. Mr. 
Gray advises his customers to stick to 
one kind of feed long enough to give 
it a fair trial He points out that the 
flocks must be accustomed to a regular 
ration, and that egg production and 
size will suffer if there is too much 


Market Plans Discussed 
At Dry Milk Parley 


The animal feed market for dry skim 
milk was discussed at the 10th annual 
meeting of the American Dry Milk In- 
stitute which was held at the Bismarck 
hotel, Chicago, April 10. 

P. A. Campbell, director of research, 
Eastern States Farmers’ Exchange, was 
one of the chief speakers. He ex- 
plained that the primary reason for 
using dry skim milk in feeds is the 
value of the milk proteins and their 
supplementary effects on the cereal pro- 
teins. He also added that the vitamin 
G content, mineral balance, and the 
lactose content were other factors 
present in milk which made it desir- 
able in the ration. 

A report was given on the progress 
of the special sales campaign which is 
being conducted by Michigan dry milk 
manufacturers in cooperation with the 
American Dry Milk Institute. The 
purpose of the campaign is to increase 
the sale of Michigan made dry milk, 
thus eliminating unnecessary imports 
and exports to and from other states. 

Figures showing that dry skim milk 
prices have advanced less rapidly than 
other ingredients during the past sev- 
eral months were presented by H. F. 
Judkins, New York, N. Y. 
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switching of brands, even though those 
brands are excellent. 

This fair and square attitude has 
helped Mr. Gray to develop a fine busi- 
ness. He has built a great deal of good 
will in the Rossville area—good will 
which brings him business. Farmers 
have confidence in his advice, for they 
have seen it verified time and again. 

Mr. Gray does some newspaper ad- 
vertising, but the larger share of his 
annual appropriation goes to direct 
mail. His most successful medium is a 
semi-stiff card six inches wide and nine 
inches long. This contains copy in two 
colors, and also carries a few illustra- 
tions from time to time. He usually 
mails these cards to 5,000 customers and 
prospects three or four times a year, 
and gets good results therefrom. Farm- 
ers mention the fact that they get his 
advertising and read it carefully. 

Many Carloads Last Year 

Last year Mr. Gray retailed many car- 
loads of commercial mash. He has some 
customers who buy all of their feed 
from him. He encourages his custom- 
ers to buy his starting mash, growing 
mash and laying mash. He handles re- 
liable, nationally advertised brands. 

Mr. Gray also has a reputation as a 
hatcher. He has a total incubator ca- 
pacity of 187,000 eggs and last year 
sold over a half million baby chicks. 
He also has a large number of farmers 
raising hatching eggs for him. During 
1934 he paid those in his area $8,500 
for such eggs. 


Farm Prices 100 Years 
Ago Same as Today 


Farm prices today are practically the 
same as 100 years ago, according to a 
comparison recently made by Charles L. 
Hill, commissioner of the department of 
agriculture and markets. Statistics for 
1834 and 1835 used in making the com- 
parison were taken from a century old 
edition of an agricultural publication. 
Corn, oats and wheat prices were 84 
cents, 52 cents and $1.50 per bushel as 
compared to 80 cents, 49 cents and 99 
cents per bushel respectively in January 
of this year. Hay at $15.00 to $18.00 
a ton compares favorably with the 
present average price of $18.00. A hun- 
dred years ago, however, butter sold at 
20 cents a pound and cheese at 8 cents 
a pound, while the prices on January 
15 of this year were 33 cents for butter 
and 14.3 cents for cheese. 


W. H. BOVEY, JR., president, Can- 
non Valley Milling Co., Minneapolis, 
and his wife were among those who at- 
tended the Kentucky Derby: at Louis- 
ville, May 4. They made the trip via 
automobile. 


F. J. BERGANTHAL, Red Star 
Yeast & Products Co., Milwaukee, has 
been accepted for membership by the 
Milwaukee Grain & Stock Exchange. 
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New Grain & Stock Exchange 


Archer-Daniels-Midland Co. 


Feed and Grain Merchants 


Office No. 522-524 


Bartlett-Frazier Co. 
Grain and Stocks 
Office No. 518-520 


W. M. Bell Co. 


Grain Commission Merchants 


Office No. 725-735 


Roy |. Campbell 


Commission Merchant 


Office No. 534-536 


Deutsch & Sickert Co. 
Feed and Grain Merchants 
Office No. 730-732 


Donahue-Stratton Co. 
Shippers of Grain and Feed 
Office No. 700-720 


MILWAUKEE GRAIN AND STOCK EXCHANGE 


Eiteneier 


Grain Broker 


Office No. 625-627 


Franke Grain Co. 


Feed and Grain Merchants 
Office No. 626-628 


Fraser-Smith Co., Ltd. 


Grain Commission Merchants 


Office No. 634-636 
John C. Hensey 


Commission Merchant—Grain 
and Seeds 


Office No. 400 


Johnstone-Templeton Co. 
Grain Commission 


Office No. 402-404 


P. C. Kamm Co. 


Grain Merchants 


Office No. 506-516 


E. J. Koppelkam Co. 


Grain Futures 


Office No. 325-327 


Leonard J. Keefe 


Commission Merchant 


Office No. 418-420 


741 NORTH MILWAUKEE ST. 
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We Have Moved 


Y the time you arrive at Milwaukee for the 
Central Retail Feed Association Convention, 
June 3 and 4, we will be well settled in our new of- 
fices in the Grain & Stock Exchange, 741 North 
Milwaukee Street, one block east and two blocks 
north of our old quarters. We bid you a hearty 
welcome to come and visit us in our new home 
and to inspect our beautiful quarters. 


LaBudde Feed & Grain Co. 


Feed and Grain 
Office No. 722-728 


J. V. Lauer & Co. 


Commission Merchants 


Office No. 734-736 


Mohawk Feed Co. 


Feed Merchants 
Office No. 535 


Mohr-Holstein Comm. Co. 
Shippers and Receivers 
Office No. 600-606 


The Paetow Co. 
Feed Grain Screenings 
Office No. 434-436 


M. G. Rankin & Co. 


Feed and Grain 
Office No. 328 


The Riebs Co 


Maltsters and Grain Merchants 


Office No. 608-624 


G. W. Winston Co. 


Grain Futures 


Office No. 623 


MILWAUKEE, WISCONSIN 
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Members of Milwaukee Exchange 
Located in New Offices 


Formal Opening to Be Held in Near Future 


ITH the clatter of construction 
W hammers still sounding through 

the corridors, practically all 

members of the Milwaukee 
Grain & Stock Exchange moved into 
their new quarters at 741 N. Milwau- 
kee street during the last week in 
April. 

Trading, however, continued in the 
old structure pending the completing of 
the new pit which is expected to be 
in operation by May 21. 

As early as April 24 moving vans 
laden with office furniture began to roll 
up Milwaukee street and by the follow- 
ing Sunday practically all of the ex- 
change members wege located in their 
new quarters. 

There is an air of contentment and 
renewed aspiration about the various 
offices as the occupants wind up their 
nioving and arrange their equipment. 

An Early Visitor 

On the fourth floor in rooms 424-426, 
the Washburn-Crosby Co., formerly lo- 
cated at 135 W. Wells street, is already 
well settled. One of the early visitors 
at the new quarters was Charles Var 
Horssen, manager of the firm’s feed 
department at Minneapolis, who was 
well pleased with the arrangement. The 
company has three teletype machines in 
operation which are directly connected 
with Chicago. The suite consists of 
one main office, two private offices and 
a supply room. 

Tucked into the northwest corner on 
the fourth floor at No. 434-436 is The 
Paetow Co., where Elmer Paetow and 
Clarence Moll, manager of the feed de- 
partment, proudly put the final touches 
on their private office. The furniture 
has been refinished and a bookkeeper’s 
cage greets the visitor as he enters. 

Flowers and plants add a touch of 
cheerfulness to offices No. 404-416 oc- 
cupied by the L. Bartlett & Son Grain 
Co. and Lowell Hoit & Co. E.. H. 
Heimke, manager, from his private of- 
fice, has a view of Lake Michigan. He 
chose the northeast corner of the build- 
ing so that plenty of light would be pro- 
vided for his plants and flowers, of 
which he is particularly proud. 

His First Moving 

A. L. Johnstone, Johnstone-Temple- 
ton Co., was one of the first to be lo- 
cated in the building. He moved April 
24 and occupies office No. 402-404. Mr. 
Johnstone has been a member of the 
exchange since 1904 and this is the 
first time he has migrated to a new 
location since that date. 

John C. Hensey, although he is alone 
in his office No. 400, finds his surround- 
ings pleasant and cheerful. He has been 
a member of the exchange since 1911: 
A convenient sample room adjoins his 
private office and a good view of Mil- 
waukee street is provided. 

Leonard Keefe was also among the 
first to be located in the building. He 
completed the moving task on April 
26, and is well pleased with the bright 
and airy atmosphere of his new quarters 
which are numbered 418-20. 


Guy Winston has a snug little suite 
cf offices at 623. He was doubtful 
about getting all of his equipment into 
the space at first but has managed well. 
Guy was formerly located in the Loy- 
alty building across the street from the 
old exchange. 

An Indian head symbolizing the name 
of the company greets the visitor at the 


We Moved Too 


HE Feed Bag offices were 

moved lock, stock and bar- 

rel from 210 East Michigan 
street to the new Grain & Stock 
Exchange building on April 28. 
Our new address is 741 North 
Milwaukee street, office numbers 
525-533. The headquarters of 
the Central Retail Feed associa- 
tion, formerly in the old offices 
of The Feed Bag, are also lo- 
cated at the new address. You 
are extended a cordial invitation 
to visit us and inspect our new 
quarters. 


office of the Mohawk Feed Co., on the 
fifth floor. William C. Moll, manager; 
and his stenographer, are elated over 
their new surroundings. The office 
number is 535. 

Roy I. Campbell, popular exchange 
member, was one of the first to have 
his office, No. 534-536, clicking on all 
four, or more appropriately three, be- 
cause Roy has two stenographers assist- 
ing him. He is particularly proud of 
his sample room which is conveniently 
located near his private quarters, thus 
saving him many steps during the course 
of the day. Mr. Campbell has been a 
member of the exchange for the past 25 
years, succeeding Runkel & Dadmun. 

Moving a Custom 

Moving is getting to be a habit with 
Jim Hessburg, manager of the Archer- 
Daniels-Midland Co. Last August he 
was transferred to Milwaukee from 
Minneapolis and he was hardly settled 
in his quarters in the old exchange 
building when he was on the move 
again. Jim, however, feels that his new 
office No. 522-524 will be his home 
for some time to come. 

Bartlett-Frazier Co. is well settled in 
its offices at No. 518-520. L. J. Beck, 
manager, and William Young, Jr., are 
thoroughly satisfied with their new sur- 
soundings, and are looking forward to 
the formal opening of the exchange. 

Credit for the honors of being first 
to move into the new building is claimed 
by the P. C. Kamm Co., located in No. 
506-516. The front of the office gives 
the appearance of a bank, as a glisten- 
ing bookkeeper’s cage greets the visitor 
upon entering. C. Kamn, president, 
has given his hearty stamp of approval 
to the new layout, and Gus Kruse also 
reports, “O., K.” 
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When Walter Holstein, Mohr-Holstein 
Commission Co., occupied his old quart- 
ers in the exchange he explains that only 
one key was maintained for the office 
and this always hung on a hook be- 
side the door. No one ever entered 
without his permission and nothing was 
stolen. He is so proud of his new 
surroundings now that he has supplied 
the entire force with keys to be sure 
that the interior will be fully protected. 
Walter explains, however, that this will 
not apply to his customers who are al- 
ways welcome. He is located in offices 
No. 600-606. 

Whether or not Andy Jacobs, man- 
ager of the Cargill Grain Co., conve- 
niently chose his vacation to avoid the 
process of moving or whether he did 
not expect to enter the building to open 
so soon is being questioned by his 
friends. Mr. Jacobs was at Washington 
while his office force transferred to the 
new quarters and he found everything 
in order upon his return. Cargill’s of- 
fice numbers are 629-635. 

There is something different about the 
kiebs Co. offices at 608-624, and on 
second glance the visitor will observe 
that the walls are done in pale green. 
The color scheme proves restful to the 
eyes and adds greatly to the appear- 
ance of the quarters. J. M. Riebs and 
his son, Arthur, have a private office 
on the northeast corner of the building 
where they can view the lake and enjoy 
morning sunlight. Charles Coughlin, the 
barley-man for the firm, is also in pri- 
vate quarters. The stenographers are 
also departmentized to avoid interfer- 
ence from the noises of typewriters and 
other equipment. 


Bowling Alley Lacking 
The only objection that Harry Fran- 
ke, Franke Grain Co., has to his new 
offices is that they are not equipped 
with a bowling alley. Harry is an ar- 
dent kegeler and would like to engage 
in practice during slack periods of the 
day. Mr. Franke is a direct descendant 
of one of the oldest firms on the ex- 
change. Many of the present members 
were formerly employed by his father 
who organized the company. The Fran- 

ke offices are numbered 626-628. 


“We are really proud of our beautiful 
cffices in a beautiful building,” says A. 
L. Flanagan, Fraser-Smith Co., Ltd., 
which is located in suite 634-636. Every- 
thing is the last word in modern busi- 
ness quarters and it is our belief that 
the new location has put new life into 
grain trading. Furniture, which in some 
cases has been in use for 50 years, has 
heen discarded for new equipment. 
There is no reason why the exchange 
should not make rapid progress in its 
new home.” 

If in need of legal advice, William 
Eiteneier, veteran grain trader, can 
swing around in his chair and get it, 
for he is sharing his office, No. 625-627, 
with a lawyer. Mr. Ejiteneier has been 
a member of the Milwaukee Exchange 

(Continued on Page Twenty-Six) 


Page Nineteen 


St. Louis Committees Named 
For National Convention 


vention of the Grain & Feed 

Dealers National association 

which is to be held at St. Louis, 
September 19, 20 and 21 is more than 
four months away enthusiasm among 
the members is already at a high pitch 
and preparations are moving rapidly 
forward. 

St. Louis intends to make the gath- 
ering a historic event. During the 
days on which the delegates are in ses- 
sion the St. Louis Merchants’ Exchange 
will celebrate its 100th anniversary and 
is making arrangements to entertain its 
guests in royal fashion. The attendance 
record established by the city in 1919 
when the association attracted 1,692 
registrations at its annual meeting, is 
expected to be shattered. 

Negotiations are under way to obtain 
a staff of famous speakers for the busi- 
ness sessions of the convention, and 
there will be numerous entertainment 
features for both ladies and men. 

E. C. Dreyer, Dreyer Commission Co., 
St. Louis, has been appointed chairman 
of the general committee in charge of 
arrangements. Those who will assist him 
are W. J. Edwards, vice chairman, J. M. 
Adam, R. P. Annan, J. O. Ballard, A. 
H. Beardsley, J. H. Caldwell, O. H. 
Kilz and T. K. Martin. Members of 
other committees are as follows: 

Banquet—J. M. Adam, chairman, S. 
W. Dreyer, P. C. Knowlton, J. F. Mul- 


A zion of the 39th annual con- 


lin and C. H. Williamson. 

Entertainment—R. P. Annan, chair- 
man, F. B. Chamberlain, G. L. Kelley, 
T. B. Morton. N. P. Nelson, and L. 
F. Schultz. 

Finance—T. K. Martin, chairman, L. 
T. Hall, E. F. Mangelsdorf and H. 
B. McCormick. 

Golf—J. O. Ballard, chairman, W. D. 
Cunningham, R. F. Imbs, P. M. Mar- 
shall, D. S. Mullally and R. E. Nye. 

Hotel—J. H. Caldwell, chairman, H. 
L. Boudreau, W. T. Brooking, W. B. 
Christian and O. H. Schwarz. 

Luncheon—W. J. Niergarth, 
man, H. F. Beckman, S. L. 
B. Lusk and E. C. Seele. 

Registration—A. H. Beardsley, chair- 
man, F. H. Barkley, L. M. Baxter, Bert 
Collins, Hugh Harris and H. H. Savage. 

Transportation—O. H. Kilz, chair- 
man, H. C. Altmansbergerv, R. H. Baum- 
gaertner, J. H. Caldwell, Jr. B. F. 
Jostes, Julius Mayer and W. H. Tober- 
man. 

Publicity—T. M. Scott, chairman, W. 
E. Hotchkiss, P. S. Wilson, W. K. 
Woods, Jr. and H. J. Zastrow. 


EAU CLAIRE FEED & SEED CO., 
Eau Claire, Wis., has purchased the 
former Burley elevator on the Soo Line 
tracks and has installed a feed mixer 
and hammer mill. W. C. Strauss is 
president and Paul A. Nelson, secre- 
tary, of the firm. 


chair- 
Fisher, M. 


When In The Market 
Let Us Quote You on... 


PETERSON PEDDICK CO., Wa- 
dena, Minn., has opened a feed and 
seed store at Henning, Minn. 


GEORGE H. SCHAAF, owner of 
the Perkins feed store, Des Moines, Ia., 
has opened a new branch which will 
be managed by Eari Naumann. 


CONSUMERS FEED CO., INC., 
has been formed at Sioux City, Ia., with 
a capital stock of $10,000. Officers are 
J. M. Anderson, president; C. A. Wil- 
liams, vice president, and I. B. Ander- 
son, secretary and treasurer. 


WISCONSIN 
E. A. Nehls, manager, Northern Mill- 
ing Co. store, Rhinelander, has pur- 


chased and taken over the active man- 
agement of the Badger Supply Co., also 
of Rhinelander. 

S. E. Lee, who operates the Osseo 
feed mill, Osseo, Wis., was among the 
winners of a no-accident contest recent- 
ly conducted by an insurance company 
in ten states. More than 1,200 con- 
cerns competed in the contest. 

Bill Hollerud has purchased the Sand- 
terg feed mill at Almena. 

Gust Otto feed mill, Montello, was 
recently destroyed by fire. Mr. Otto 
is planning to rebuild. 

Lloyd Gilbert nas opened the Gil- 
bert feed store, Hudson. 

Engelbert Weiss, 79, flour and feed 
dealer at Milwaukee, passed away at his 
home April 15. 

A. W. Bowers has reopened the 
Adams County Produce Co. warehouse 
and is carrying a complete line of feeds, 
seeds and grain. 


Malt Sprouts, Mill Feeds, Oil 
Meal, Amber-Onyx Dried Grains, 


Brewers Dried Grains, Corn Oil 
Cake Meal, Clinton Corn Gluten 
Meal, Puritan Reef Oyster Shells, 
and ALL GRADES OF GRAIN, 
NOPCO XX Vitamin Concen- 

trate and NOPCO DD Cod 


Liver Oil. 


Central Dealers, We Welcome You to Your Tenth Annual Convention! 


You will find us in our new quarters in suite No. 700-720 in the new Grain & Stock Exchange 
Building. While you are at the convention we cordially invite you to pay us a visit. 


DONAHUE- STRATTON Co. 


741 NORTH MILWAUKEE ST. 


Brand” 
Meat Scraps 


A-1 Brand Meat Scraps are made from fresh 
raw materials and are free from fluff. When 
used in your mashes they safeguard the quality 
and assure your customers of profitable re- 
sults. Let us supply you with your next re- 
{| quirements from our fresh stocks. 


MILWAUKEE, WISCONSIN 
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=A-1 BRANDZ 
= MEAT 2 
SCRAPS 2 
=PROTEIN.........50%| 
=FAT NOT LESS 
EFIBRE wor mone = 
Pre. 
MEAT prooucts 


Lionel True 
This is the fifth and concluding article of 


a series which Mr. True, James H. Gray Mill- 
ing Co., ene, N.Y., a practical account- 
ant and feed man, is writing exclusively for 
The Feed Bag. It will pay you to follow and 
adopt the bookkeeping methods which he 
explains. 


HERE is one remaining account- 

ing operation to be performed; 

that of “closing” the books at 

the end of the year. The pur- 
pose of this final step is to close out 
the so called “operating” accounts and 
leave open balances only in the Asset 
and Liability accounts. 

In doing this, it will be necessary to 
set up One more account in the General 
Ledger which is called “Profit and 
Loss”. To this account are charged 
and credited the balances of all of the 
operating accounts for the year, includ- 
ing the inventory at the beginning of 
the year, and also including an offset- 
ting entry for the inventory at the close 
of the year which is, of course, the 
opening inventory for the new year. 

Closing Operating Accounts 

Let us presume, for illustration, that 
we are going to close out the operating 
accounts of our General Ledger, which 
was illustrated in last month’s article. 
I have listed the charges and credits 
necessary to Profit and Loss and they 
are presented herewith. The first item 
is “Inventory—January Ist” and the 
charge to Profit and Loss is a debit, 
the offsetting entry is to “Inventory”, 
account No. 301. Next, we eliminate 
“Purchases” in the same manner and, 
following that, “Cost of Sales—Sus- 
pense”, the entries on this item being 
the reverse of those for Inventory and 
Purchases due to the fact that “Cost 
of Sales—Suspense” carries a credit 
balance. We next enter as a debit to 
“Inventory” the amount of our new in- 
ventory, $21,000 and offset it by a sim- 
ilar amount credited to Profit and Loss. 
This entry sets up the new inventory 
and will show the correct balance to 
that account as an asset. 

The following entries simply reverse, 
or offset, the rest of the operating ac- 
counts, and we come to the last entry 
—Net Profit. It will be seen that this 
amount, $590, is entered as a debit to 
Profit and Loss, and the offsetting 
credit entry will be to “Net Worth”, 
thus reflecting the profit for the period 


Modern Accounting 
For Feed Merchants 


By Lionel True 


as an increase to that account. It will 
be noted here that the sum of the debit 
entries to Profit and Loss is equal to 
the credits, again proving our work. 

It is desirable, although not neces- 
sary, to “close” each Asset and Liability 
account, rule off the year’s work and 
bring forward the new balance. The 
method of doing this is illustrated in 
the accompanying General Ledger sheet. 
The operating accounts are likewise 
ruled off and made ready for the first 
nionth’s entries of the new year. I 
have also prepared a specimen sheet 
showing this procedure. 

At the conclusion of these operations, 
cur Generali Ledger will carry balances 
in the Asset and Liability accounts 
only, and the balances in these accounts 
will represent our opening Balance 
Sheet for the new year. 

Types of Ledgers 

I feel that these articles would be 
incomplete without some mention of 
various types of Accounts Receivable 
Ledgers and their merits. [ use the 
word “Ledger” intentionally, because I 
am convinced that records of such im- 
portance as customers’ accounts cannot 
be safely intrusted to such systems as 
the filing of original entry invoices and 
carrying balances forward on these in- 
voices, or the system used by many, of 
having a small pad or sales book for 
each customer, wherein the original en- 
tries are made in duplicate, the cus- 


tomer receiving a copy of each invoice. 


These systems are objectionable, first, 
because I have never yet seen one 
which offers adequate protection from 
fire loss. They are usually contained in 
some kind of supposedly “fire resisting” 
cabinet which, in a serious fire, would 
be little better than useless. Records 
are the heart and soul of a business and 
deserve the adequate protection of a 
fire-proof safe which bears the approval 
label of the Underwriters’ Laboratories. 
I am reminded here of the old story 
of the blacksmith, who kept his records 
on the inside of his shop door, and, after 
his shop had burned, was offered the 
sympathy of his friends for the loss, 
not only of the shop, but of his cus- 
tomers’ accounts as well. The story 
goes that this clever blacksmith replied, 
“Oh no! There was no loss there; the 
old accounts were against a lot of poor 
customers, and I now have them 
charged against my good ones.” This 
makes a good story, but I am afraid 
that its practical application would lead 
to some disappointments in the collec- 
tion of accounts so charged. 

These systems are further objection- 
able because they lend themselves too 
readily to errors. They are bulky and 
unwieldy, and the loss of a slip or book 
means the loss of the entire record, 
since the original entry, which is the 
final one in these cases, is the only 
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record of the account. One may think 
that, because he does not find errors 
in his work, he is not making any. It 
is well to remember that, in a large 
majority of cases, a customer will not 
direct attention to a mistake made in 
his favor, although he is quick enough 
il pointing out any instances in which 
he even suspects we may have wronged 
him. Therefore, the breaks are all 
against the merchant if his system is 
such that undetected errors are allowed 
to slip into his work. 
Three Satisfactory Types 
Satisfactory accounts receivable led- 
gers for the average retail feed estab- 
lishment are of three types. The most 
common, probably, is the conventional 
ledger in which each customer has a 
separate sheet containing provision for 
entries of data, description of entry,. 
reference number of original entry and 
columns for entry of debit and credit 
items, and a third column for notation 
of the balance to the account. In such 
au ledger, the description of each charge 
or credit is made in detail and it serves 
not only to keep an accurate record of 
the amount the customer owes, but it 
gives in detail all of the information as 
to the amounts and kind of purchases 
which are being made by each of our 
patrons. If a ledger of this character 
is used, the original entries may be filed 
away without regard to sorting, since 
reference to them is seldom necessary. 
The “visible” type of ledger is satis- 
factory, and, in some ways, superior to 
the conventional variety above de- 
scribed. In most types of this ledger, 
however, a much smaller sheet is used 
and the detailed entries cannot be 
made. In this case, it would be neces- 
sary to provide some kind of filing 
system for the original entries so that 
ready reference could be made to them. 
The ordinary sheet for the visible ledger 
would contain spaces for date, reference 
number and the columns for debits, 
credits and balance to the account. 
Machine posting of ledgers is prac- 
tical for retail feed mills and requires 
special ledgers or trays such as are used 
in most modern banks. The ledger in- 
formation in this type is also limited 
to date, reference number and _ the 
amounts of items, as in the visible type. 
Ledger posting machines are not too 
expensive to be practical and the work 
is most accurately and neatly done. 
Handling Monthly Statements 
Monthly statements form a part of the 
accounting work in any well regulated 
system, and a few words as to different 
types of statements may be of value. 
The most practical time to make 
statements is that at which the books 
are balanced and the control proven, 
whch need not necessarily be the end 
of the month. It may be done at any 
time during the month. If the farmers 
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in our section received their milk checks 
on the 15th of the month, for example 
it may be good business to prepare and 
send out our statements as of that date, 
as a gentle reminder that a payment 
on account would not be amiss. 

Statements may take any of several 
forms, from those itemized in detail to 
a simple statement of the balance due 
on the account. I favor machine made 
statements which show each transac- 
tion, with dates, and the balance due 
on the account. These are simple to 
make, and the making proves the ac- 
curacy of the computations in the ac- 
count. They give the customers a 
method of comparing their invoices with 
the charges as you have entered them 
in your ledger and verifying the ac- 
curacy of your work. 

Proper Office Equipment 

Perhaps the uninitiated will think that 
office equipment and supplies necessary 
to modernize his accounting methods 
will involve an investment out of pro- 
portion to the balance of his business. 
This is not the case. There are a few 
office machines which are vital and 
others which are valuable but not 
necessary. 

I will list all of the furniture and 
equipment which I think is necessary 
to a modern feed mill office, with ap- 
proximate prices at which it can be 
purchased. 

Desk and chairs, $50.00; fire proof 
safe, $150.00; filing cabinet, $25.00; ad- 
ding machine, $125.00; typewriter, 
$90.00; books and ledger forms, $50.00. 

The above prices are for new equip- 
ment. Very satisfactory used machines 
may be purchased at about half the 
cost here stated and will give many 
years of valuable service. 

In addition to the above listed items, 
there are a few machines which are use- 
ful and, in some cases, almost invalu- 
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able in the business of larger volume. 
Among the first in this class I would 
list the calculating machine. Although 
expensive when purchased new, they 
may, like those mentioned above, be 
purchased from dealers in used equip- 
ment at very moderate prices. I have 
one in my own office, a rebuilt electric 
driven calculator for which I paid only 
$100 and which, in so far as I can 
see, operates like a new one. These 
machines handle all Kinds of figure 


Inventory — January Ist 
Purchases 


Salary of Owner 
Wages of Employees 
Heat, Power, etc. 
Supplies 


Repairs 


Insurance 


Charges to Profit and Loss in Closing 
Operating Accounts 


Telephone and Telegraph..................... 


Legal and Professional......................... 
Miscellaneous 
Net Profit to “Net Worth”............... 


Credits 


$ 8,000.00 
21,000.00 
10,000.00 


120.00 


in 


$39,105.00 
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work with equal facility; multiplication 
and division are as simple as addition 
subtraction. Furthermore, the 
motor driven machines do not require 
skill or training in their operation. Any- 
one familiar with the operation of an 
adding machine can do the most intri- 
cate problems on a calculator with very 
little practice. 

Ledger posting machines are little 
more than glorified adding machines 
and the cost is not excessive in con- 
trast to the fine work they do. They 
are also used in the preparation of the 
machine made statements. They differ 
from the common adding machine in 
that they will also subtract, have a sec- 
tion of keys to print dates and a wide 
carriage to take all forms such as ledger 
sheets and statements. There are a 
number of good machines on the 
market, perhaps the most popular being 
a small desk model manufactured by 
the Burroughs Adding Machine Co. 
This machine will replace the adding 
machine which | have listed as an es- 
sential piece of equipment. 

Check writers or “protectors” have 
a legitimate place in the list of desir- 
able equipment. While not as necessary, 
probably, as the high pressure salesmen 
of these articles would have us believe, 
they do, no doubt, often times prevent 
the raising of checks. 

A duplicating machine of some kind 
is a very worthwhile investment. Its 
use covers such a wide range that 
nearly every business, large or small, 
can find place for one. Good advertis- 
ing calls for constantly keeping our- 
selves and our --oducts before our cus- 
tomers, and there is no better method 
of doing this than with personal let- 
ters telling how good we are, and how 
reasonably priced and valuable our mer- 
chandise. If we tell them often enough, 
and convincingly enough, perhaps, in 
time, they will believe it. 

Addressing machines are worthy of a 
place in our advertising equipment. If 
the work of sending out circular letters, 

(Continued on Page Twenty-seven) 


Debits 
Cost of Sales — Suspense... 
Sales | 
Disc 15.00 
; Cost 8,000.90 
t Inco 75.00 
; Inco 30.00 
350.00 
480.00 
| 
Deli 
Inte 
Tax 
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Uniform State Feed 
Law Proposed 


(Continued from Page Fourteen) 


have power to refuse to register any 
commercial feed under a name, brand 
or trade mark which would be mis- 
leading or deceptive, or which would 
tend to mislead or deceive as to the 
materials of which it is composed, or 
when the recognized official name of 
each and all ingredients used in its 
manufacture are not stated. He shall 
also have the power to refuse to regis- 
ter jmore than one commercial feed 
under the same name or brand when 
offered by the same manufacturer. 
Should any commercial feed be regis- 
tered in this state, and it is afterward 
discovered that such registration is in 
violation of any of the provisions of 


this Act, the shall have 
the power to cancel such registration. 
shall have the power 


to refuse to allow any manufacturer, im- 
porter, jobber, firm, association, corpo- 
ration or person to lower the guaranteed 
analysis or change the ingredients of 
any brand of his er their commercial 
feeds during the term for which regis- 
tered, unless satisfactory reasons are 
presented for making such change or 
changes. 

SECTION 6. Whenever a manufac- 
turer, importer, jobber, firm, associa- 
tion, corporation or person manufactur- 
ing or selling a brand of commercial 
feed shall have filed the statement re- 
quired by Section 3, and paid the in- 
spection tax or fee, as required by Sec- 
tion 4 of this Act, no other agent, im- 
porter, jobber, firm, association, corpo- 
ration or person shall be required to 
file such statement or pay such tax or 
fee upon such brand. 

7. is auth- 
orized in person or by deputy to have 
free access to all places of business, 
mills, buildings, carriages, cars, vessels 
and parcels or whatsoever kind used in 
the manufacture, transportation, impor- 
tation, sale or storage of any commer- 
cial feed, and shall have the power and 
authority to open any parcel containing 
or supposed to contain any commercial 
feeds, to take therefrom in the manner 
prescribed in Section 8, samples for an- 
alysis, and said shall an- 
nually cause to be analyzed as least one 
sample so taken of every commercial 
feed that is found sold, offered or ex- 
posed for sale or distributed in this 
state. 


SECTION 8. No action shall be 
maintained for a violation of the provi- 
sions of this Act, based upon an analy- 
sis of a sample from less than ten sep- 
arate original packages, unless there be 
less than ten separate original packages 
in the lot, in which case portions for 
the official sample shall be taken from 
each original package; if the commer- 
cial feed is in bulk, portions shall be 
taken from not less than ten different 
places in the lot; provided that this 
does not exclude sampling in bulk when 
not exposed sufficiently to take por- 
tions from ten different places, in which 
case portions are to be taken from as 
many places as practicable. If the 
sample thus secured is larger than is 
required, it shall be mixed and quar- 
tered until a sample of suitable size re- 
mains. Said sample, if requested, shall 
be divided into two parts, and shall be 


placed in packages and sealed, one of 
said packages so sealed, if requested, 
delivered to the person apparently in 
charge of such feeds; the said................. 
shall analyze the sample collected, or 
cause it to be analyzed, and the result 
of such analysis, together with such 
additional information as _ the said 
me may deem advisable, shall 
be promptly transmitted to the manu- 
facturer or person resnonsible for the 
placing of the commodity on the mar- 
ket, and shall be published in reports 
or bulletins from time to time. The 
manufacturer or person responsible for 
the placing of any commodity so sam- 
pled upon the market may upon request 
furnished with 
a portion of the official sample referred 
to in this section. The methods of 
analysis shall be those in force at the 
time by the Association of Official Ag- 
ricultural Chemists of North America. 


SECTION 9. If it shall appear from 
the examination of any sample that any 
of the provisions of this Act have been 
notice of same to be given to the manu- 
fecturer or dealer from whom said 
sample was taken; any party so notified 
shall be given an opportunity to be 
heard in his defense under such rules 
and regulations as may be prescribed 
ing, if it appears that any of the provi- 
sions of this Act have been violated, 
shall certify the facts 
to the proper prosecuting attorney and 
furnish that officer with a copy of thd 
results of the analysis or other exam- 
ination of such sample, duly authenti- 
cated by the analyst or other officer 
making the examination, under the oath 
of such officer. 


SECTION 10. Any manufacturer, 
importer, jobber, firm, association, cor- 
poration or person who shall sell, offer 
or expose for sale, or distribute in this 
State, any commercial feeds without 
having attached thereto or furnished 
therewith such tax stamps, labels or 
tags as required by the provisions of 
this Act, or who shall use the required. 
tax stamps, labels or tags a second time, 
or use a counterfeit of such tax stamps, 
labels or tags, or who shall impede, ob- 
struct, hinder or otherwise prevent or 
attempt to: or 
his authorized agent in the performance 
of his duty in connection with the pro- 
visions of this Act. or who shall sell, 
offer or expose for sale or distribute in 
this state any commercial feeds as de- 
fined in Section 1, without complying 
with the requirements of the provisions 
of this act, or who shall sell, offer or 
expose for sale or distribute in this state 
any commercial feed which contains a 
smaller per centum of crude protein. 
crude fat, lime, phosphoric acid or io- 
dine, or a larger per centum of crude 
fiber or salt than ‘s certified to be con- 
tained therein. or who shall fail to pro- 
nerly state the name of each and every 
ingredient used in its manufacture. or 
who shall sell anv commercial feed 
which carries any false or misleading 
statements upon or attached to the pack- 
age, or if false or misleading statements 
regarding its feeding value are made on 
the package bv the corporation, firm or 
individual that registers said commer- 
cial feed, or if the number of net 
pounds set forth upon the nackage is 
not correct, or who shall violate anv 
other Section of this Act. shall he 
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deemed guilty of a violation of the pro- 
visions of this act and upon conviction 
thereof shall be fined not more than one 
hundred ($100.00) dollars for the first 
violation and not less than one hundred 
($100.00) dollars for each subsequent 
violation. Any manufacturer, importer, 
jobber, firm, association, corporation or 
person who shall sell or distribute any 
feeds mixed or adulterated with any 
substance or substances injurious to the 
health of live stock or poultry shall be 
deemed guilty of a violation of the pro- 
vision of this Act and in addition to 
the penalty provided in this Section, the 
lot of feeds shall be subject to seizure. 
condemnation and disposition as the 
court may direct; the proceeds from 
such sale to be covered into the state 
treasury. The court may in its dis- 
cretion release the feeds so seized when 
the requirements of the provisions of 
this Act have been complied with, and 
upon payment of all costs and expenses 
incurred by the state in any proceed- 
ings connected with such seizure. 

NOTE: Proceedings in rem............... 
Seizure of goods believed to be shipped 
or sold in violation of law does not 
work a forfeiture of them; this can only 
be declared by a court of competent 
jurisdiction. The general rule is that 
a court proceeding in rem must have 
the custody of the res in order to pro- 
nounce a valid judgment. The goods 
cannot be condemned without giving 
the defendant opportunity to be heard. 
He is not entitled to personal notice 
before the court can adjudge a forfeiture 
of his property, but he must have no- 
tice, either actual or constructive, or 
the proceeding will be void. The title 
to property as to which an act of for- 
feiture has been committed, is not di- 
vested eo instanti by the offense, but 
only by the judgment or decree of a 
ccurt having jurisdiction; and if after 
the seizure, possession is abandoned 
and forfeiture not decreed, the title and 
right of possession is in the original 
owners. 

Legal advice to committee is to the 
effect that no addition can be made to 
proposed law which would satisfac- 
torily meet the requirements of different 
states relative to proceedings, in rem. 
Some states will require no additional 
legislation. States which will require 
additional legislation must so word such 
legislation as to meet the requirements 
of the different conditions existing in 
ezch individual state. 

SECTION is here- 
by empowered to enforce the provisions 
of this Act and to prescribe the form 
of tags. stamps or labels, which may 
be required to show that the inspection 
tax or fee has been paid. and to pre- 
scribe and enforce administrative rules 
and regulations which shall be in har- 
mony with the vrovisions of this Act 
and the official pronouncements of the 
Association of American Feed Control 
Officials. 

SECTION 12. All laws or parts of 
laws in conflict with the provisions of 
this Act are hereby repealed. 

SECTION 13. | Separability Clause. 
If any provision of this Act is declared 
unconstitutional, or the applicability 
thereof to any person or circumstances 
is held invalid, the constitutionality of 
the remainder of the Act and the ap- 
nlicability thereof to other persons and 
circumstances shall not be affected 
thereby. 
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The board of directors of the Milwaukee Grain & Stock Exchange, during a_ busy ses- 
sion, pause for a photograph in the executive chambers of the old quarters. Left to right 


are E. Heimke, 
R. Sickert, president, H. A. Plumb, E. F. 


A. L. Johnstone, E. J. Koppelkam, W. A. Hottensen, John Lauer, Otto 
erry, Carl Houlton, Gus Kruse, Curt Kanow 


and Walter Holstein. Arthur M. Kayser, another member was absent when this photo- 


graph was taken. 


GEORGE VAN DAM, Van Dam & 
Son, Rio Creek, Wis., is planning a 
trip to Holland on or about June 1. He 
was a recent visitor at Milwaukee and 
was accompanied by his wife and son. 


GEABES BROS. flour mill, Clay 
City, Ind., has been taken over by the 
Geabes Milling Co. and placed in opera- 
tion. The new owners are R. M. Gea- 
bes and Lewis H. Shopmeyer. 


FERTILIZER BOOKLET 

How to apply fertilizer is explained 
in an attractive pamphlet recently is- 
sued by the National Fertilizer as- 
sociation. Results of a large number 
of experiments to determine the best 
methods of applying fertilizer to various 
crops are given and illustrated in the 
booklet. Copies may be obtained by 
writing direct to the association at 
Washington, D. C. 


ILLINOIS 

Fred Oberbeck has opened a_ feed 
store at Highlan:l. 

J. Turner feed mill, located near Mc- 
Nabb, was destroyed by fire April 15. 

Roy Fruit has »spened a teed store 
in the building formerly occupied by 
the Maroa hatchery, Maroa. 

Bloomington Milling Co. will open 
ene of the largest feed stores in the 
Middle West at Sterling in the near 
future. 

Merlin Atkins has reopened the 
Sunminer feed mill, Sumner, and is hand- 
ling a complete line of flour and feed. 

Ora L. Davis, Davis Produce & Im- 
plement Co., has purchased the feed 
business formerly owned by Cress 
Hudspeth at Petersburg. 

Ernest Waespe, Kewanee, has opened 
a feed business in connection with his 
filling station. 

Glenn Bowton has opened a_ feed 
store at Abingdon. . 

Corn Belt Feed Co., Boswell, has 
added a line of farm implements. 

Ben Hamer & Son, Olivet, have con- 
structed a large warehouse and will en- 
gage in the feed, ice and coal business. 


Walter Schroeder, President 


Central Retail Feed Association Headquarters 


HOTEL SCHROEDER 


MILWAUKEE, WISCONSIN 


Pardon Us For 
Getting Excited 


.... but we’re looking forward to the Central 
Retail Feed Association Convention just as 
much as you are, even though we operate a 
hotel instead of a feed store. 
preview of the Convention program, and take 
it from us, it’s going to be some fun! 


Larry and Don...Walter and Joe...all of the 
boys are going to be in Milwaukee. 
they’re staying with us in order not to miss a 
thing! How about you? We can give you a room 
next to theirs at rates you will be glad to pay. 


We’ve seen a 


Of course 
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Directors of Milwaukee Exchange 
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OVW HY do so many marriages go on the rocks?” hun- 


dreds of newspaper readers ask the noted coun- 
selor of heart affairs, Dorothy Dix. 

“Because,” replies Miss Dix, “a husband forgets 
how he won his wife; after they are married, he ceases to 
treat her as if she were still his sweetheart.” In short, he 
makes the sale, but does not make the effort to hold the cus- 
tomer. And, that’s exactly the reason why so many businesses 
go up on the rocks each year. No farm community is large 
enough to support a dealer who can only hold customers for 
a short time. It is those who come back and buy again and 
again that build a sound business. 

Why Customers Are Lost 


The University of Oregon school of business administra- 
tion made a study to discover why customers stopned trading 
at retail stores. <A total of over 4,400 consumers were inter- 
viewed by the questionnaire method, with the following  re- 
sults: 


Percentage 
Cause of Making Change Total of Replies 
1. High prices 600 14 
2. Delay in store service .............. 462 10 
3. Poor quality of goods ............. 439 10 
4. Indifference of sales people .... 391 9 
6. Haughtiness of szeles people .... 321 i 
7. Attempted substitution of 
8. Over-insistence of sales people 254 6 
9. Wrong policies of management 245 5:5 
10. Misrepresentation of goods .... 238 5 
12. Store arrangement or appear- 
13. Reluctance to exchange goods 184 4 
14. Ignorance of goods 152 3 
15. Poor advertising 67 1 


According to these figures, poor salesmanship was respon- 
sible for 48 per cent of the cases, assuming that “errors” were 
the fault of the sales people. Company policy and methods 
are credited with 41 per cent of the customer turnover. In 
addition there were 11 per cent who blamed unfair trade prac- 
tices. Some of these reasons may be open to question. For 
instance, was it actually high prices that caused the customer 
to quit, or was it poor salesmanship which failed to convince 
the customer that the product was worth more? 

From the standpoint of the farm trade, the following are 
among the more prominent reasons why customers take their 
business somewhere else: 

1. They think the price is too high—frequently higher 
price means higher quality and lower cost in the long run— 
but the dealer must prove it to them. 

2. They think that the product is at fault for certain bad 
results. A hog raiser may blame the feed for the unthrifty 
condition of his hogs when worms are really to blame; a poul- 
tryman may claim that the feed killed his chicks, whereas a 
combination of a cold night and the brooder fire out may be 
the real reason. 

3. The dealer didn’t give the proper instructions and help 
so that the customer could get started right,—hence, dissatis- 
faction—and another customer for the competitor. 

4. Credit conditions—a dealer may feel that he can’t af- 
ford to give unlimited credit, so the customer may switch to 
a competitor who will; or, a customer may feel embarrassed 
because of his big account and go over to the competitor and 
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Merchandising Farm Supplies 


Chapter 5. Holding Customers 
By F. Harvey Morse 


pay cash—or start another account. 

5. Out of stock—one of the most prevalent causes for a 
farm supply dealer losing customers. 

6. Poor quality products—always a cause for dissatisfac- 
tion and lost customers. 

These are reasons more or less prominent among farmers. 
Obviously, the other causes mentioned in the Oregon study. 
should also be avoided. 


When Are Customers Lost? 


The University of Oregon also made a study indicating 
that 43 per cent of all customers lost, were lost during the 
first year. It is most important, therefore, that close attention 
be given to the customers during this period—during the time 
they are more or less forming the habit of buying at your 
store. The Oregon study indicated that there is a very low 
mortality among customers who have traded at one store for 
five years, or more. 

Hints on Holding Customers 

Be courteous and friendly. Greet the customer with a 
smile when he comes into your store. Make him feel that you 
are glad to see him and that you want to do something worth- 
while for him. Frequently, it’s the little points that make the 
biggest impression. 

Down in Jackson, Miss., is a successful seed store—made 
so by attention to the little things. A woman enters the store 
with an armful of bundles. She buys a quarter’s worth of 
onion sets. “Now, Mrs. Blank,” says the proprietor, “just let 
me take those bundles and wrap them up into one package 
for you.” And so another customer goes out feeling more 
kindly towards this store. Is there any doubt where she or 
her husband will buy the next lot of seed—or of whom they 
will think when they want a ton of feed? 

Give full value for every dollar—and be sure that the cus- 
tomer knows that he is receiving full value. Frequently, a feed 
may be making a dairyman more money than he made before 
but he does not realize it. Therein lies the value of records 
—and the value of proper follow-up of the trade. After the 
customer has been feeding your feed for several months, figure 
out with him just how much milk he has been getting and 
what his cost is. Frequently, he will be surprised how well 
he actually is doing and then you have sold him upon your 
line more thoroughly than ever. 

Keep in touch with your customers. This point has been 
emphasized a number of times, but it can hardly be empha- 
sized too strongly. When you do that, you know whether a 
customer is satisfied or not. You can head off any possible 
trouble with your product or unjust blame before the situa- 
tion becomes acute—and you can get repeat orders before a 
competitor beats you to it. 

Give extra service as required. For instance, a farmer may 
bring in a broken separator part and want to buy a new one. 
You don’t handle that make of separator; perhaps your com- 
petitor does. In either event, it won’t take much of your 
time to go out and buy the part from Mr. Competitor, or to 
write to the manufacturer for it. Then you have made another 
friend, and helped build your reputation for service. Selfishly 
speaking, isn’t it better for you to do that, than let the cus- 
tomer buy his part at the competitor’s and possibly also con- 
siderable other equipment that he may want? 

Don’t stint on service to the small buyer. Very often the 
small buyer may later become a large buyer. How you treat 
him now will depend upon how he treats you later. Then, 
too, you may sometimes misjudge your customer. There is 
the case of the man who went into a feed store to buy a 
small quantity of a new dog feed which he had seen adver- 
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tised. The buyer was a stranger. The store-keeper was gos- 
siping with a crowd of hangers-on, and thinking the man a 
salesman, continued his chatter. Finally, the prospective cus- 
tomer had to break in with his request. Then the storekeeper 
grudgingly left the group and filled the order. He didn’t ask 
the man’s name, or where he lived, or how many dogs he had, 
and soon forgot all about the transaction. What was his sur- 
prise to learn later, that this man had just purchased a large 
farm nearby and had stocked it with a herd of fine cows, a 
flock of sheep, a number of fine horses, and several hundred 
head of poultry. And then he wondered why this man didn’t 
care to give him his feed business! 

Be sympathetic toward complaints. When the customer 
complains that a product is not right, too many dealers are 
inclined to take the attitude, “It is right and you are wrong.” 
Then try to place the burden on the customer, when, as a 
matter of fact, it belongs on the store—for, after all, the 
merchant’s first step towards profits is to satisfy his custom- 
ers. How much better to listen sympathetically to the cus- 
omer and then say, “Well, let’s see if we can’t find what’s 
wrong.” Then, when you show the customer that after all, 
your product was not wrong, he does not feel as if you had 
questioned his judgment—or his honesty. 

Besides, how do you know there might not have been a 
defective casting in that engine? At any rate, it is better to 
lose a little profit if the customer honestly feels that he has 
a legitimate claim, than to save the smal! amount and per- 
haps lose a much bigger cumulative profit that would come 
from later sales to this customer? 

Complaints may be used as one basis of store supervi- 


not being properly made. Take up with the one most direct- 
ly concerned, any specific complaints regarding poor service, 
orders not filled according to instructions, and things of that 
sort. But, be perfectly sure, that your employee is actually 
at fault before definitely placing the blame on him. When 
in doubt, points of this sort can be handled in a general way 
in a meeting with all your employees. But they should be 
handled. 

Give the impression of progressiveness. Most people pre- 
fer to deal with wide-awake merchants—they like to asso- 
ciate themselves with a success. Through you store layout 
and arrangement, through the attitude of every member of 
your firm, give that “on their toes” appearance. 

Winning Back the Lost Customer 

There is some reason for every lost customer. Your first 
job is to learn why the customer stopped dealing with you. 
Personal calls are the best way. Or, mail a cordial letter 
to the customer, calling attention to certain special values 
which you may be offering. The telephone, too, holds un- 
told opportunity for winning back customers who have 
strayed. 

When you do find out why the customer quit, make 
every effort to adjust the situation to suit him. Better have 
a slight loss on such a deal, than to lose a good customer. 
A Michigan feed dealer checked up on one of his past cus- 
tomers. The feeder remarked, “When you sold me a year 
ago, you promised to come out and see that I fed right and 
got good results. You never did, so I didn’t come back.” 

The dealer admitted his neglect, and immediately gave 
service without any expectation of another order. But more 


sion. For one thing, complaints may indicate that sales are 


Milwaukee Exchange Members 
Located in New Offices 


(Continued from§Page Nineteen) 
for the past 40 years. He is entirely 
enthused over his new quarters. 

The photographer’s gallery across the 
court is proving to be an attraction that 
more than makes up for a view of the 
lake for Bob Bell and Bill Hottensen 
of the W. M. Bell Co., which is located 
in offices 725-735. Both insist, how- 
ever, that their interest in the gallery 
is confined to the lunch hour. The com- 
pany has an ideal layout and is well 
satisfied with its new quarters. 

President Well Pleased 

When LeRoy and Edward La Budde, 
La Budde Feed & Grain Co., find a 
few spare moments they can gaze at a 
large painting on the wall in their pri- 
vate office and muse about a duck hunt- 
ing trip. The ducks in the painting are 
all carved from wood and give a live, 
realistic appearance. All of the offices 
have been equipped with new files and 
furniture. Tired members who moved 
on Sunday, April 28, found the La Bud- 
de office, No. 722-728, a restful haven 
where refreshments and cigars were 
served. 

Otto R. Sickert, president of the Mil- 
waukee Grain & Stock Exchange, is 
especially proud that the new building 
will be formally opened under his re- 
gime. He is located with his partner, 
Herman Deutsch, in offices No. 730-732. 
The furniture which has been complete- 
ly refinished, gives a bright, cheerful 
apparance to the quarters. 

John and Andrew Lauer, J. V. Lauer 
& Co., are proudly displaying their new 
layout at No. 734-736 to visitors. John 
is situated in a corner private office 
which has been equipped with new fur- 
niture. Convenient sample room occu- 
pies another corner of the suite. 
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One of the finest suite of offices in 
the building is to be occupied by the 
Donahue-Stratton Co. The firm was 
still in its old quarters at the time The 
Feed Bag went to press but expected 
to be in its new location before the 
trading floor opens. The suite is num- 
bered 700-720. 

Morris Mills, M. G. Rankin Co., is 
as snug as a bug in a rug in his new 
office which is numbered 328. Mr. Mills 
predicts that the cheerful atmosphere 
should be inducive to more business. 

E. J. Koppelkam, E. J. Koppelkam. 
Co. expects to be located in his new 
office No. 325-327 by June 1. His for- 
mer quarters were in the Loyalty build- 
ing, across the street from the old 
exchange. 


Confidence 


By J. D. Ditzler 
Ames-Burns Co., Jamestown, N. Y. 


My lad at home, said to me, 
‘‘Dad, what is the sense 

Of saying that these days we must 
Sell people confidence. 


“*I know that you sell feed sometimes, 
Say, tell me what you mean, 

What is confidence anyhow, 
Is it something that I’ve seen?’’ 


“‘Confidence, my boy,’’ I told him, 
“Is the spirit that provides, 

The will for men to forge ahead, 
It builds, it satisfies! 


“And that’s the one thing needed now 
To make a new year bright, 

Let’s each of us have confidence, 
Then things will be all right.’’ 
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orders did follow later. 


BARNUM FARMERS Co-operative 
feed mill and warehouse, Barnum, Minn., 
were destroyed by fire April 24 with a 
loss of $10,000. An overheated stove 
was blamed for the blaze. 


MORE FERTILIZER 

Fertilizer consumption in Wisconsin 
increased 20 per cent in 1934 over 1933, 
according to Waiter B. Griem, director 
of feed and fertilizer inspection for the 
department of agriculture and markets. 
The tonnage, however, is still well be- 
low the high mark of 51,000 tons used 
in 1930. 


PURITY REOPENS 


The Purity Oats Co. plant, Keokuk, 
Ia., has reopened for business after a 
shutdown of several years. C. M. Hid- 
ding has been appointed manager. He 
is associated with Shellbuilder, Inc., and 
will continue to represent this firm. Mr. 
Hidding was formerly connected with 
the feed division of the Quaker Oats 
Co. 


OHIO 
. C. Everett, president of J. C. 
Everett & Co., feed and grain dealers, 
Maysville, has been named a member 
of the staff of Governor Ruby Laffoon 
with the rank of colonel. 

Ring feed store, Woodsfield, has 
opened for business. 

Farmers Grain Co. Lyndon, has 
opened a branch store at Bainbridge. 

Henry Feldman Co., Norwood, has 
installed a new feed mixer. 

W. A. Field, former manager of the 
Willshire Equity Exchange, Willshire, 
has opened a feed store of his own. 

O. W. Cole, Xenia, has purchased 
the 30,000 bushel elevator formerly op- 
erated by the W. B. Gramlich Co. 

William Reuter has been appointed 
manager of the Middleport Feed & Pro- 
duce Co., Middleport. 


Modern Accounting For 
Feed Merchants 


(Continued from Page Twenty-two) 


quotations or other literature can be 
lightened with the use of equipment 
which will in a few minutes do all the 
addressing of our mailing list, we are 
encouraged to more thoroughly and 
more often keep our advertising before 
our customers. ‘There are two types 
ot addressing machines, one of which 
prints the names by means of a fiber 
stencil and the other, which uses an 
embossed metal plate. Either is satis- 
factory and the investment is not heavy. 
These machines may also be used to 
head our monthly statements and save 
niuch time in this process. 

Cash registers are desirable, although 
not essential. A good one, with pro- 
vision for separate totals on cash sales, 
charge sales, on accounts, paid outs, 
etc., ties right into the system I have 
described, the various totals checking 
with the Cash Journal footings, giving 
zdditional proof of accuracy. Even if 
the machine handled only actual cash, it 
weuld be of value in our system for the 
check it would give on our cash trans- 
actions. 

I cannot let pass the opportunity of 
calling attention to some of the com- 
mon faults of business which, lacking 
correction, may lead to serious financial 
difficulty and ultimate failure. I par- 
ticularly wish to stress the fact that all 
of these faults are easily recogniza)le 
in either the Income and Expense State- 
nient or the Balance Sheet, or both. It 
is for this reason that periodic study 
of these statements is so essential, and 


it is for this reason that our bankers 
are asking for current statements at 
least once a year. It is the banker's 
duty to study statements and recog- 
nize signs of trouble well in advance 
of its happening and be prepared for 
it. It should, likewise, be our duty to 
analyze our own statements, locate the 
weak spots and correct them before 
the trouble has a chance to develop to 
the point where it will threaten our en- 
tire business. 
Common Business Ailments 

The first, and probably most common 
ailment in business, not alone the re- 
tail feed industry, is lack of capital. We 
are prone to expand in plant and equip- 
ment beyond the means justified by 
the amount of capital available, or be- 
yond the requirements of the volume of 
business we are able to develop. This 
condition can be recognized by a com- 
parison of the investment in fixed or 
permanent assets with sales. 

It is not my purpose to set any fixed 
standards or ratios for investment in 
any group of assets or their relation 
ta sales volume. I do wish to point 
out, however, that an investment of, 
let us say, $50,000 in plant and equip- 
ment is entirely out of proportion if 
that plant is capable of producing a 
volume of perhaps, only $75,000 yearly 
in sales. Further, if too much of the 
available capital is tied up in receiv- 
ables and inventory, again there is 
danger of trouble. Every business 
should have enough capital so that, at 
some time during the year, all current 
ebligations could Le retired and_ bor- 
rowing confined only to seasonal re- 
Guirements. The investinent in plant 
and equipment should be modest in 


comparison to yearly sales, as should 
also the receivables and inventory. 

Receivables, always the danger -spots 
in any business, should be cldsely 
watched as to their relation to sales. 
Two satisfactory ways of doing this 
are, first, to determine the number of 
days’ sales equal to the receivables. If 
the receivables are, for example, $50,000, 
how many days were required to sell 
that amount of merchandise? Secondly, 
the receivables should be compared 
with the year’s sales. By this, I mean 
the sales of the year nearest the current 
month. If the comparison of receiv- 
ables is to be made on May 3lst, the 
sales from June Ist of the previous 
year to May 3lst of the current year 
should be computed. The division of 
the receivables by the year’s sales will 
disclose the number of cents out of each 
dollar of sales, then outstanding. ; 

The feed industry is blessed with 
rapidly moving inventories and _ it 
should be kept so. Slow moving items 
should be purchased in small lots and 
not allowed to take up the space and 
capital which could be used to so much 
better advantage in more readily sale- 
able items. Inventory turn-over should 
be observed not alone in the aggregate, 
but as to individual lines as well, for, 
if all of the small. slow moving lines 
are watched, there will be little chance 
of finding ourselves submerged by a 
stegnant inventory during a market de- 
cline. Buying for storage, or for future 
requirements should be confined to the 
fast moving lines only. 

Operating costs should be determined, 
and the margin of profit fitted to them. 
If expenses are 15 per cent and the 


CONTINENTAL EXPORT CO. 
Minneapolis... St. Louis... Kansas City 


PACIFIC CONTINENTAL GRAIN CO. 
Spokane... Portland... Seattle 


Continental 


Grain Co. 


Make no mistake 


Board of Trade. ..... 


CASH GRAIN 


Produce Exchange . . . New York 


Wheat..Oats..Rye..Barley..Corn.. Flax. .Soya 


GRAIN FUTURES 
Executed in all Contract Markets 


= 


Chicago 


THE GLIDDEN CO. 
SOYA PRODUCTS DIVISION 
CHICAGO, ILLINOIS 


MAX. 1, 
CARBOHYDRATES MIN. 29.0% 
FIBER MAX. 7.0% 


Actual protein analysis running 


from 46% to 48% 


THE GLIDDEN COMPANY 


SOYA PRODUCTS DIVISION 
1845 N. LARAMIE AVE. 


Sales Office: 2670 Elston Ave. 


about 
this! 


Contains the rich 
vitamin content 
that is present in 
fully matured soy- 
beans. 


CHICAGO 
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NEW PROCESS 
SOYBEAN OIL MEAL 
BRAND 
100 LBS. NET 
MANUFACTURED BY 
INGREDIENTS 
SOYBEAN OIL MEAL 
GUARANTEED ANALYSIS 
PROTEIN MIN. 44.0% 


average sale can be made to show only 
a 14 per cent margin of profit, the capi- 


. . tal of the business is gradually being 
1g 1e Bids dissipated through expense and ultimate 


failure is inevitable. Where one is in 


W competition with another who is de- 
You elcome termined to cut prices, probably the best 
A practice will be to concentrate, in his 
We are hows y to neue oo with m4 sales effort, on rations ready mixed in 
again in Milwaukee for the annua his own plant. It is impossible to check 
convention of the Cental Retail Feed the prices on a closed formula ration 
Association, June 3 and 4, and hope that P : oa 
and, in this way, one can compete with 
E a g wd the price cutter on the ingredients, but 
’ MEAT SCRAPS y- get his legitimate margin of profit 
4 thr h the sale of rations. 
131 So. 7th St., Milwaukee JOE FREE, Manager foolish and ineffectual means of compe- 
se tition and more often than not, hurts 
DEUTSCH & SICKERT CO., Distributors 


the one who initiates the program more 
than his competitor. It is the admis- 
sion of inadequacy as to selling ability. 
Another evil, common particularly to 
the retail feed industry, is that of bas- 


A L L Vv ITA M ing cost of the 
art t t t t - 
ULTRA-LIFE Concentrate 


enjoy a fine business on a rising market, 


GRAIN & STOCK EXCHANGE 


but are as surely in trouble in a falling 

for F eed Manufacturers one. Even the good sales volume they 
enjoy in the advance, however, does not 
show them that extra profit, so neces- 


Use Ultra-Life to mix a super feed with all 

six vitamins—A, B, bee D, E and G. Produces they are confronted with holding up 

better results at less cost Easy to mix their prices in the face of a curtailment 


of trade, or following the market down 
and taking their loss 


ULTRA-LIFE LABORATORIES express my thanks 


101 S. 35th Street EAST ST. LOUIS. ILL to The Feed Bag for their kind coopera- 


tion in giving them the space which 
they have and for the care which they 


| Added to Our Happy Family 


DIAMOND 


New Process Soybean Meal 
4 


New expeller process made by 
The Glidden Co., Chicago. 
Watch our smoke. Yow’ll like the Nicollet... 


because you have a choice of 600 spacious, sun- 
lit rooms with deep luxurious beds, soft water 


Clo-trate .. Arctic .. Armours for bathing; because you'll 
i i convenient service; because you'll enjoy the ex- 
Pilot . - Reef . . Pearl Grit cellent foods served in the beautiful Minnesota 
Cream of Gluten Room and in the smart Coffee Shop; because 
everything possible is done to make your stay 

pleasant. 


LABUDDE FEED &GRAINCO. | | NICOLLET HOTEL 


MINNEAPOLIS 
Official AAA Hotel - W. B. Clark, Manager 
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have shown in the correct reproduction 
of them and of the many forms which 
I have used in illustration. If only 
one person profits through their read- 
ing, I shall feel well repaid for the time 
spent in their preparation. 


TANKAGE FOR ANIMALS 


Modern discoveries and results in the 
feeding of tankage as a protein sup- 
plement to animals are explained in a 
recent issue of the “Monthly Letter to 
Animal Husbandmen” issued by the 
livestock bureau, Armour & Co., Chi- 
cago. Copies for dealers interested in 
the idea may be obtained by writing 
direct to the Chicago offices of the com- 
pany. 


LeRoy L. LaBudde Heads 
Dried Milk Jobbers 


LeRoy LaBudde, LaBudde Feed & 
Grain Co., Milwaukee, was elected 
president of the National Association of 
Dried Milk Jobbers and Brokers which 
was held recently at the Bismarck hotel, 
Chicago. Discussion of plans for the 
marketing of dried milk occupied the 
major part of the program. 

Other officers chosen were R. T. 
Friend, Lafayette, Ind., vice president, 
and W. F. Becker, Cereal By-Products 
Co., Chicago, secretary and treasurer. 
Directors chosen were Mr. LaBudde, 
Mr. Friend, Mr. Becker. H. K. Faust, 
King Bros. & Co., Philadelphia, and 


R. Wylie, Dry Milk Products Co., 
Columbus. 

Just off the Press 


“BARGAINS 
for 1935” 


Listing at attractive prices 


New Belt Remnants 
Guaranteed - Rebuilt 
Equipment 
and 
Transmission Appliances 


It will pay you to write for your 
copy of ‘‘Gump Bargains for 1935,” 
if you are in need of any belting, 
pulleys, hangers, bearings, or used 
flour, feed or cereal mill equipment. 
All items listed are guaranteed to 
give excellent service. 


For a complete line of new supplies 
and mill equipment write for Ca- 
talog No. 95 and No. 96. 


Write Today 


B. F. GUMP CO. 
442-446 S. Clinton 
CHICAGO, ILLINOIS 


feed mixers! 


your animal and poultry 
feed can be much improved 


uniform mineral, containing over 99% pure 
Calcium Carbonate is found in our Pul- 


verized Oyster Shell. 


Its use gets a greater 


production and promotes good health. 


It definitely standardizes your mineral content 


as to purity and effectiveness. 


Using it gives 


you additional selling talk for your feeds. 


May we quote you prices? 


OyYsTER SHELL PrRopucts CORPORATION 


New Rochelle, Y. 


@ Armour’s Meat and Bone Scraps has 
very little fibre. That’s why I always 
come here. I can count on your stuff be- 
ing good because you handle Armour’s 
feeds.” 

Armour feed dealers have this expe- 
rience over and over again. Steady cus- 
tomers year after year—customers who 
insist on Armour products—are the basis 
for the outstanding success of Armour 
feed dealers everywhere. This holds not 


St. Louis, Mo. 


know, 


London, England 


I’ve tried them all 


only for Armour’s Meat and Bone 
Scraps, but also for Armour’s Meat Meal 
Digester Tankage, Poultry Bone, Special 
Steamed Bone Meal, and Feeding Blood 
Flour. These meet every supplementary 
feed requirement of the farmer. 

Perhaps you don’t carry the full line 
of Armour feeds. It would be a mighty 
smart thing for you to do, if you are 
interested in increasing your profits. 
Write today for information. 


ARMOUR COMPANY 


Dept.c Union Stock Yards, Chicago 


Don’t fail to tell your customers that 
not only hogs, but beef and dairy cattle 
should be given supplementary feeds. 
Tests show that steersfed Armour’s Meat 


and Bone Scraps make greater gains in 
less time at lower cost, and that milkers 
need the minerals provided by Armour’s 
Special Steamed Bone Meal. 
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Order a Mixed Car of 


3} Golden Loaf Flour 
S The flour with the Vim and Pep left in 
= « 


Bran and Middlings 


ot —Higher in Protein— 


A TENNANT & HOYT Co. 
= LAKE CITY, MINN. 


if 


PRINTED 
INDIVIDUALITY 
ALL BAGS VACUUM CLEANED 


WE BUY FREDMAN BAG CO. 
SURPLUS BAGS MILWAUKEE, WIS. 


USED 


BURLAP 


AND 


COTTON 
BAGS 


TWINE. 


ee HIAWATHA e 


GROUND GRAIN SCREENINGS 


(BULK OR SACKED SHIPMENTS) 


A domestic grain and flax seed screenings mixture, carefully 
blended to assure constant uniformity, thereby meeting the de- 
mands of the most discriminating. 


(A Most Profitable Base for Feed Manufacturers) 
WE SPECIALIZE IN ALL TYPES OF SCREENINGS 
Write or Wire for Prices 


Hiawatha Grain Company 


MINNEAPOLIS, MINN. 


HAY CONVENTION 

The 42nd annual convention of the 
National Hay association will be held 
at the New Secor hotel, Toledo, Ohio, 
July 1 and 2. Fred K. Sale, secretary 
of the organization, recently returned 
from a trip to the city where tentative 
arrangements for the meeting were 
made. Lester A. Lusher, Toledo, presi- 
dent of the association, and Mr. Sale 
are now arranging a program which 
they announce will be of interest to all 
operating a forage business. They ex- 
tend a cordial invitation to grain and 
feed dealers as well as hay men to at- 
tend the convention. 


HEAVY ON BARLEY 
Wisconsin will have the largest barley 
acreage ever recorded in the history 
of the state in 1935, if the present plant- 
ing intentions of farmers are carried 
cut, the Wisconsin and United States 
departments of agriculture announce. 
Present indications are that 874,000 
acres will be seeded down which should 
yield a crop 18 per cent greater than 
that of last year. With an abundance 
of snow and rainfall throughout the 
state, the entire crop outlook is far 

m.ore promising than in 1934. 


POULTRY PRIZE 

A silver prize to the owner of the 
champion American bird in the R. O. 
P. class at the New York State Fair 
Egg and Poultry show will be awarded 
by the Kraft-Phenix Cheese Corp., Chi- 
cago. The Egg and Poultry show will 
be held in conjunction with the New 
York State fair scheduled for Septem- 
ber 1 to 7. 


INDIANA 

Shelby Bolinger feed store, Sullivan, 
was destroyed by fire April 18 with a 
loss estimated at $4,000. 

William Shutts is planning to open 
a feed store at Linton. 

Superior Seed Co., 4911 College ave- 
nue, Indianapolis, opened for business 
April 6. 

A. M. Mauller, Pleasant Mills, is 
planning to erect a new office building 
for his feed plant. 

Orville J. Modesitt, Cory, has pur- 
chased the Greenviile Milling Co. ele- 
vator, Greenville. 

George Tucker has succeeded S. V. 
Ulshafer as manager of the Mutual 
Grain Co., Urbana. 

Peru Grain & Coal Co., Peru, has 
installed a corn cracker and grader in 
its feed department. 


r=] HEAVY SWEETENED BUFFALO 


is made of regular Buffalo Corn Gluten Feed plus 
Corn Sugar Molasses. Highly palatable, rich in 
digestible carbohydrates and containing 20% protein, 
Heavy Sweetened BUFFALO is a great energy-pro- 
ducing feed and a good milk maker too. 


— NOW PRICED UNDER REGULAR BUFFALO — 


20% Protein 


Guaranteed CORN PRODUCTS SALES CO. - New York and Chicago 
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Byrd Expedition Dogs 
To Go on Parade 


Folks in many communities will have 
the opportunity of seeing in their own 
home town the husky sledge dogs used 
by Admiral Byrd in his exploits in the 
South Polar regions. 

The “personal appearance” tour which 
will start soon after the Byrd expedi- 
tion reaches the United States, is to 
be sponsored by Purina Mills, St. 
Louis, Mo., makers of Dog Chow, 
which was used exclusively for the 
animals. 

The plan is to send the huskies to 
Purina dealers with a gocd volume of 
Dog Chow so that they can be dis- 
played in their windows Special color- 
ful backgrounds featuring Antarctic set- 
tings have been prepared to go with 
the dogs. 

Upon leaving “Little America” for 
the homeward voyage, the Byrd Expe- 
dition cabled Purina Milis, that in ap- 
preciation of the success with Dog 
Chow, they would present the com- 
pany with a number of huskies for the 
Purina experimental feeding kennels. 
The exhibition tour will be completed 
before the animals are to be used for 
experimental purposes. 


TOLEDO EXCHANGE MOVES 

The Toledo Board ot Trade has 
moved to new quarters in the old To- 
ledo Produce Exchange building which 
is situated next to its old location. The 
name of the old Board of Trade build- 
ing will be changed to the Edison build- 
ing. 


<a] ‘‘All your needs in grain and feeds’’ fe 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


THE HUBINGER COMPANY, Keokuk, fa.......................... Gluten Feed 
VANDERSLICE-LYNDS CO., Kansas City, Mo................... Milo and Kaffir 
FAIRMONT CREAMERY CO., Omaha, Neb.....Condensed and Dried Buttermilk 
L. C. NAISAWALD & SONS, INC., New York City............ Blackstrap Molasses 
OYSTER SHELL PRODUCTS CO., Philadelphia, Pa................ Oyster Shells 
THREE MINUTE CEREALS CO., Cedar Rapids, Ia...................... Oatfeed 
FERNANDO VALLEY MLG. & SUPPLY CO., Los Angeles, Cal...Alfalfa Leaf Meal 


S, 
HEALTH PRODUCTS CORPORATION............... CLO-TRATE Cod Liver Oil 


100 LBS. NET 


as 


Pecos Valley Alfalfa Mil 
. Hagerman, NM. 


TRY OUR 


PECOS SPECIAL 


IT’S BETTER 


Your inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 


All poultry rations should include liberal quantities of DAIRYLEA DRIED 
SKIM MILK. Also gcod in all rations for calves, poultry and swine. 
Carried by principal feed merchants throughout eastern territory. 


Manufactured and Distributed By 


DAIRYMEN’S LEAGUE CO-OPERATIVE ASSOCIATION, Inc. 


11 West 42nd Street - New York, N. Y. 


INNESOTA FLour 


You can increase your flour sales 
by recommending 
MINNESOTA GIRL FLOUR. 


A trial will prove tts merits. 


Let us include MINNESOTA GIRL 
FLOUR in your next car of 


®@ Queen Wheat Feed 
® Cherokee Pure Bran 
© Cherokee Middlings 


WIRE US FOR PRICES 


CAPITAL FLOUR MILLS, INC., Minneapolis, Minn. 


Guaranteed 
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CLASSIFIED 


Service department for our read- 


ers. Low Rates: 
minimum $1.00. 


25c per line; 


PERSONAL 


JOE: Meet you Friday to tell you about the 
pert, goatee I got on the Arctic Cod Liver 
il. 


RAISE GOATS 


Raise Goats for Profit and Health. Monthly 
magazine. 25c yearly; 5 months 10c. DAIRY 
GOAT JOURNAL, Dept. 65, Fairbury, Nebraska. 


SCALE WANTED 


Interested in buying second hand 8, 10 or 12 
ton scale. Write explaining make, age, price, etc. 
A. H. LOIS FEED CO., Bassett, Wis. 


KNOW YOUR FEEDS 

The “Bible” of the feed industry, FEEDS 
AND FEEDING, by Henry and Morrison, is the 
one book every feed man should own. The price is 
$4.50 per copy or $5.50 with a full year’s sub- 
scription to this publication. Send check with 
order and we will pay postage. THE SED 
BAG, 210 East Michigan Street, Milwaukee, Wis. 


T. J. CUNNINGHAM SONS, INC., 
Beacon, N. Y., are enlarging their of- 
fices to allow for a display room for 
feeds and other products. 


WALTER JONES, Jones & Smed- 
ley, Mullica Hill, N. J., recently re- 
turned from a vacation in Jacksonville, 
Fla. 


CANE OR BEET 
50 gallon drums and 5 gallon cans 
MANEY BROS. MILL & ELEVATOR CO. 
Manufacturers and Jobbers of Over 100 Kinds of Feed 
MINNEAPOLIS - - - MINNESOTA 
Established 50 Years Ago 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 

502 Corn Exchange Bldg. 
MINNEAPOLIS, INN 
“Stand by Stan” 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since ’92) 


Merchants Exchange St. Louis, Mo. 
Board of Trade Bldg. Kansas City, Mo. 


FRANKE GRAIN CO. 


incorporated 


GRAIN AND FEED 
Milwaukee Wisconsin 


NEwsom 


FEEDCO. 
Feedstuffs 


166 W. Jackson Bivd. Chicago 


Health Products Adds 
New Storage Plant 


Health Products Corp., Newark, N. J., 
is constructing a new building to in- 
crease storage facilities for cod liver 
oil. The structure is to be four stories 
high and will house thirteen 16,000 
gallon tanks. Storage facilities of the 
company will be increased to nearly 
500,000 gallons by the new addition. 

Health Products Corp. is the manu- 
facturer of Clo-trate, concentrated cod 
liver oil for poultry and livestock, and 
White’s cod liver oil concentrate tablets, 
capsules and liquid. 

The new storage plant is the second 
recent addition to the vitamin concen- 
trate division of the company. Last 
year it was necessary to triple the ca- 
pacity of the concentrating plant. 


HAY AND MILL FEED 


Write for Prices 


Midland Hay & Feed Co. 


Minneapolis, Minn. 


EW RICHMOND 
ROLLER MILLS CO. 


NEW RICHMOND, WISCONSIN 


Mill Feeds 
Coarse Grains 
Feeding Oatmeal 
Sardilene 


MIXED OR STRAIGHT 
CARS 


WILBER FEED Co., Inc. 


JOBBERS MILLFEEDS 
JAMESTOWN, NEW YORK 


EXCELSIOR MILLING 
COMPANY 


MINNEAPOLIS MINNESOTA 
Specialty Millfeeds 


CAMEL 
ZEBRA 
JUMBO 


CEREAL 
GRADING CO. 


MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 
Write for our prices in straight 
and mixed cars with bran, midd- 


lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


BACK UP! 


Your truck at our wholesale 
warehouses for ton lots of... 


Meat Scraps, Millfeeds 
Buttermilk, Alfalfa Meal 
Cod Liver Oil 


ANYTHING AND EVERYTHING 
IN THE LINE OF FEEDS. 


FEED SUPPLIES, INC. 


3328 West Cameron Ave., North Milwaukee 
1637 South 83rd St., West Allis 


usiness 
expands with 


Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. co. 
EstasuisHep 1894 

PRINTERS 
LITHOGRAPHERS 
BINDERS 
522 N. MILWAUKEE STREET 
1076 WISCONSIN 
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GET MORE BUSINESS 


Use Post-Card Ads! 


You can now illustrate, print and address 
the cards yourself —all on a simple, 
inexpensive little machine called the 


Elliott CARDVERTISER 


Uncle Sam furnishes the penny postal cards. You 
have no cuts to buy or type to set. Businesses of all 
kinds—retailers, wholesalers, manufacturers—are 
rapidly discovering the big results from post-card 
messages sent to customers and prospects. Time and 
money saving, too, for Churches, Lodges, Associa- 
tions, all organizations, to 
contact members. 


Write NOW 


for the interesting Cardver- 
tiser story. Tell us what 
business you’re in and 
we'll include samples 
of post-card ads from 
others in your line. No 
obligation. Address— 


Cardvertiser Dept. 


THE ELLIOTT COMPANY 
Cambridge, Massachusetts 


See Us During the Central 
Convention. 
MILWAUKEE OFFICE 


5066-74 Plankinton Building 
Phone Marquette 4523 


The Ideal Bedding 


ABSORBENT 
SANITARY 
CLEAN 
DRY 


Free of Seed Germs. Carload lots, 
immediate shipment from one 
of our mills nearest you. 


SHAVINGS & SAWDUST CO., INC. 


SINCE 1898 AT 
2244 So. Western Ave.,' Chicago, Ill. 


SNOW WOODWORTH 
& COMPANY 


Wholesale Grain 
and Feed 


807 Chamber of Commerce 
MINNEAPOLIS, MINN. 


Recommend 


For Grinding 
ForBo ef 


Pearl Grit is the outstanding double purpose 
grit—it not only furnishes grinding ma- 
terial but supplies calcium carbonate so 
necessary for bone and ghell formation. Test 
after test proves its value in increased egg 
yields. 

Ask us to tell you how Pearl Grit can be one 
of your most profitable items. No obligation. _ 


The Pearl Grit Corporation 
DEPT. FB-45 PIQUA, OHIO 


Dependable 
Western 


Alfalfa Meal 


for 
Dairy and 
Poultry Feeds 


The Denver Alfalfa 
Milling & Products Co. 


LAMAR, COLORADO 


Branch Sales Office, 
403 Merchants Exchange, 
St. Louis, Mo. 


hee note of 


LINSEED MEAL WITH 
FLAXSEED SCREENINGS 
OIL FEED -30% PROTEIN 


GUARANTEED ANALYSIS 

30% FAT FIBRE: 
BOHYDRATES 47 % 

(NITROGEN FREE EXTRACT 37% FIBRE 


INGREDIENTS 
PURE oLp LINSEED MEAL 


0 FLAXSEED SCREENINGS 
OIL FEED 


SPENCER KELLOGG 2 
: MINNEAPOLIS, MINN. 


Mixed Cars 


Quick Turnover 


3 
Advertised 
Products 


Marblehead “98” 


(Calcium Carbonate) 


Marblehead Lime Ration 


(For distribution by Dealers) 


Marblehead Lime Grit 
(For Poultry) 


Send for 
Booklets 
Samples 
Mail Plan 


MARBLEHEAD LIME COMPANY 
CHICAGO 
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RIEBS VIEW 


Milwaukee, Wis. 


Vol. 3, No. 5. May, 1935 


Welcome To Milwaukee 
Central Dealers 


We are more than glad to 
know that you will be with 
us again in Milwaukee 
and we want you to visit us 
at our new offices No. 608- 
624 in the Grain & Stock 
Exchange Building, 741 N. 
Milwaukee Street while you 
are here. It is our wish that 
your convention will be a 
great success in every respect. 


Published Monthly by The Riebs Co., Milwaukee 


—Better Built Bags— 


BAG FACTORIES - COTTON MILL - BLEACHERY 


TALK ABOUT BAGs! 


(Quoted from Customer's Letters) 


‘With the most energetic and 
best bag concern in the country 
giving the best flour mil! I know 
of, the sort of support you 
have given, and with them fill- 
ing the bags with merchandise 
of uniform high quality, there 
is something wrong if I can’t 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 


__{ WERTHAN 


EUREKA Junior 


all-in-one 
Corn Cutter 
and Grader 


A small,:. complete 
self-contained unit 
for making steel-cut 
corn in three attrac- 
tive grades—large, 
intermediate, and 
ire ali. An ideal outfit for the small 
feed plant—capacity 1300 to 1500 pounds 


per hour. 
Write for our Illustrated Catalog No. 122. 


S. HOWES CO., Inc. 


SILVER CREEK, N. Y. 


Assure Ample Vitamin A — 


in YOUR FEEDS 


€ The growing realization of the vital importance of 

ample vitamin A potency in poultry and livestock 
rations is now offering a new opportunity to manu- 
facturers who will incorporate a definitely assured 
source of A activity in their feeds. 


& Dependence on natural sources such as alfalfa leaf 

meals, yellow corn, etc., does not assure uni- 

form all times. CARATONE, the new caro- 

tene ixed in your feeds wiil, however, en- 

= you to aaiees the vitamin A potency of your 


Provides a Low Cost Source 


ee Net only will CARATONE provide ample A potenc 

in your feeds and bring about better growt 
and production where they are used, but it will permit 
you to lower your costs. For instance one pound of 
CARATONE is equal in vitamin A petemey 2 to fifty 
pounds of high-grade alfalfa leaf mea When CARA- 
TONE is used, white corn can take the place of yellow 
satisfactorily. Also, fish oils can be reduced to the 

ts y for vitamin D requirements. CARA- 
TONE is non-toxic. It is not offensive in taste and does 
not flavor meat, milk or eggs. 


@ Opens New Opportunities: ll who have ob- 
served CARATONE it opens new opportuni- 
ties for livestock and poult: ry feed manufacturers. It 
will pay you to get the full CARATONE story now— 
without ler. Write or wire. 


Eff Laboratories, Inc. 


DEPT. 10, CLEVELAND, OHIO 
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RESULTS Brom 


One of the greatest improvements in branded feeds resulted 
from the discovery of vitamins A and D in cod liver oil. At 
first and until fairly recently it was generally felt that the feed- 
ing value of cod liver oil was due to its vitamin D. Little at- 
tention, indeed, was given to its vitamin A. 


But the important thing now is vitamin A. It has been de- 
finitely shown that chickens have a high vitamin A requirement 
and that the average ration would be improved through the ad- 
dition of more of this vitamin. A deficiency of vitamin A is 


particularly dangerous because it cannot be detected readily by 
the feeder. 


There is no more economical and effective way to add more vita- 
min A to feeds than through the use of *CLO-TRATE. Because 
not only does CLO-TRATE supply plenty of vitamin D but it is 
also the richest source of vitamin A of all poultry oils. 


The present interest that feed manufacturers are taking in vita- 
min A is further proof of their constant endeavor to give the 
feeder the greatest possible value in branded feeds. As new 
feeding facts are developed, you can count on 


progressive manufacturers to put them into 
practice. If you wish to learn more about the 


EVIDENCE... 

value of vitamin A, write today for our new Pi Re 

book, “The Need for More Vitamin A in be a 
Poultry Feeds’’. Process (U. S. Patent 


No. 1984858). 


CHICAGO NEWARK,N.J. SAN FRANCISCO 


HERE’S THE 


CLO- 
TRATE is also pro- 
ducing outstanding . 


Health Products Corporation results in dairy feeds. 


CLO-TRATED FEEDS ARE MORE DEPEN DABLE 
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“KING MIDAS Quality 
Holds Trade” 


TRCHIGHEST iceo IMAM 
AND WoRTH ALT COSTS 


KING MIDAS MILL Co. 


MINNEAPOLIS, MINNESOTA 
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